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New Competition for Every Dollar 


HE ability of American busi- 
ness to cope successfully with 
certain new economic forces 
already impinging upon it depends 
to a very considerable extent upon 
you who formulate and control the 
' editorial policies of the business 
press. 

You have constant and ready 
access to the governing minds in 
practically all the industries and 
fields of commercial endeavor which 
go to make up the colossal structure 
of American business. If 

_ your influence is properly 
mobilized and directed, it 
will constitute a tremen- 

' dously powerful agency in 
moulding business opin- 
ion and conduct. 

Particularly in view of 
the new economic forces 
which must profoundly 

| affect business in this 

country for good or ill, 

') you are presented with a 

) great opportunity and a 

) grave responsibility. The 

business paper that con- 
> tents itself with merely 
reporting the news of its 


Piles ites 
dt * 














for the concentrated at- 
tention of the business 





By Charles F. Abbott 


press. Both of these forces can be 
grouped under the head of “The 
New Competition.” 

We can all remember the time 
when competition was chiefly con- 
fined to concerns in the same line of 
business. Today we see whole in- 
dustries organized for encroachment 
upon each other’s markets. To- 
morrow we shall almost certainly 
begin to feel the effects of intensive 
competition of a still wider scope— 
whole nations, or groups of nations, 


N Monday, Tuesday and Wednesday of 
this week in Chicago was held the annual 
convention of the Associated Business Papers, 
which was addressed by leaders in industry 
having a message to impart to, and through, 
the business papers of America. 
It is significant of the progress of industry 
that every business man is today a greater 
reader of the leading publications within his 
particular industry, because before he can 
make a policy or a profit in his own trade it 
is necessary for him to understand the path 
of progress of his industry. No business lives 
unto itself alone; its progress results from a 
trade accord of good, business-like principles 


every business. 











organized against each other for the 
conquest of the markets of the world. 
These are the forces which con- 
stitute the new competition. 

What are the methods which are 
handicapping our present prosperity 
and which may menace our future 
welfare? What are we to do to im- 
prove these methods, or substitute 
others in their place? 

Factors of production and finance 
need not concern us greatly, for the 
present, at least. In the efficient 
organization of the fac- 
tory and the use of the 
machine, we are in ad- 
vance of all other nations 
We are able to produce 
more than we can sell. 
The United States is now 
the banking center of the 
world. Unlimited capital 
is available to those who 
are able to show that they 
can use it wisely. 

It is to the many ele- 
ments involved in mer- 
chandising that we must 
turn our attention. In 
this field outworn meth- 
ods, worthy only of the 


Here is an opportunity, 
ready to the hand of the 


[CONTINUED ON PAGE 83] 


| industry is neglecting its developed by many minds within that industry. horse-trader, are still 
3 opportunity and shirking One of the outstanding speeches at the con- prevalent. They are an 
4 its responsibility. ? vention was delivered by Charles F. Abbott, obstacle to progress at 
a At the present time executive director of the American Institute home, and they hinder us 
- there are, in my opinion, of Steel, Inc., on “The Business Press and the in the development of our 
Fs two economic forces at — New Competition,” the highlights of which are foreign markets upon 
») work, which are of vital . 3 : which so much of the 
i importance to industry as _ here incorporated, and we have never pub- nation’s prosperity de- 
; a whole, and. which call | lished a more significant article pertinent to sende. : 
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The Road To Bigger Profits 


General Retail Price Increase Absolutely Necessary 


To Meet Present-Day Conditions 


(REPRINTED IN PART FROM “NATIONAL FOOTWEAR”) 





general deter- 
mination to put 
the retail shoe busi- 


|: response to the 


Yesterday and Tomorrow 
Budget for An Aver- 
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Startling, but that is 
the difference  be- 
tween 35 per cent 
gross and 40 per cent 
gross. 


ya re / san 1926 Next Year age Month q h 
ae ee ee SE MN s........60003 $61,137.48 100% $66,666 100% $5,555 gg re 
contuated ter the men- Cost of sales .......... 39,713.76 65% 40,000 60% 3,333 foot 0 ene aoe 
sage from President Gress meergin .........+... 21,423.72 35% 26,666 40% 2,222 that the increased 
Geuting, there will be Total expense ......... 19,095.92 31.2 21,500 32.3 1,791 budget figure was al- 
a general tendency to Net operating profit ... 2,327.80 3.8 5,166 A i 431 lowing operating 
look altogether to the Salary and wages...... 10,159.18 16.6 10,000 15. 833 costs to run wild. In 
matter of mariup or Rent .......0...-..005. 2,827.84 46 3,000 4.5 250 regard to payroll “that 
gross profit to make Advertising ........... 2,058.19 3.4 ° 2,500 3.7 208 tn = tehdteh subject 
the adjustment. Last Depreciation ........... 423.62 7 ~—-2,500 3.7 208 Sane of the sateen 
. Miscellaneous .......... 3,627.09 5.9 3,500 5.3 300 ) 
year the margin of ’ show an _ abnormal 

EAE 19,095.92 31.2 21,500 32.3 1,799 Sane? 

: ' proprietor’s account 


markup was 35 per 


and others reflect a 





ment. The general 
cry at present is 
“make it 40 per cent,” or 5 per cent 
more. Admitting that a higher rate 
of markup must provide for the big- 
ger part of the net return which is 
needed, nevertheless a word of cau- 
tion is not out of place to look to 
some of the other things which are 
factors in making a profit, as well as 
the percentage of gross profit. 

In addition to the margin of mark- 
up, there are five other factors which 
develop profit. 

First, additional volume, because 
all profit comes from the last $10,000 
and not the first $10,000. 

Second, more intelligent buying, to 
the end of eliminating markdowns 
and depreciations. 

Third, improved turnover, involv- 
ing better stockkeeping and han- 
dling of sizes. 

Fourth, better and more aggres- 
sive advertising methods, which in- 
cludes window displays. 

Fifth, scrutiny of expense ac- 
counts to eliminate wastes. 


T is clear that as shoe stores were 

conducted in the past two years 
that the total operating cost is pretty 
nearly 30 per cent, and with no great 
opportunity of cutting any of the 
amounts substantially enough to 
make a legitimate profit possible. 
Hence the shoe dealer must look to 
the margin of gross profit, increased 





volume, better turnover and better 
advertising to restore profit to his 
business. And the greater share of 
this improvement, though not all of 
it, will come from the better margin 
of markup. 

In the figures shown above, we are 
putting beside the actual result for 
1926 as reflected by the returns, a 
budget for the next year as it would 
be if a 40 per cent gross profit mar- 
gin was established on the same vol- 
ume, and assuming that in general 
the expense items could not be much 
reduced: 

It is far easier to “dream” such 
a budget than to accomplish it. Yet 
such a result is possible, reasonable 
and warranted by existing condi- 
tions. A return of 7.7 net on sales 
has no flavor of war-time profiteer- 


ing. 


ae ae ee on the figures in 
the order given. This greater 
volume comes entirely from added 
gross profit. Instead of selling the ap- 
proximate $40,000 for $61,137, prices 
must be raised so as to yield $66,666. 
In the 1926 figures, the “cost of 
sales” was 65 per cent. In the bud- 
get, the cost of sales is figured at 
60 per cent. That means that the 
average store, if the 1926 figures are 
a true reflection, must raise prices 
between 50 cents and $1 per pair. 


big labor account. It 
is more difficult to standardize this 
item than any other. Hence, we 
leave it as it is in the budget. 

It is not expected that rentals will 
decrease. But neither should they 
show as strong an increase as pre- 
viously. The new building program 
of the country and a greater num- 
ber of available rooms is holding the 
rate of rent increase down a little. 
Prime locations are worth as much 
as ever. 


N advertising, the budget calls for 
a $500 increase. The thought 
behind this is that new sales promo- 
tion methods must be introduced. 
Old methods may be discarded or re- 
duced somewhat to make room for 
the new, but the thought here is that 
there should be an extra urge for 
new business. 

The depreciation item is put at 
$2,500 because the figure as reflected 
by the returns was subnormal. A 
fixture account of $4,000, depreciated 
at the rate of $400 per year for ten 
years would equal the figure re- 
flected by the returns. In addition to 
that stock depreciation, unless taken 
account of in the cost of sales or 
gross profit, would be at least $2,(00 
per year in a $60,000 business. It is 
not clear from the returns which 
way this is being handled by re- 
tailers, if at all. 
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Minimizing the Style Hazard 


Kansas Association Provides Its Members with Dope 
Collected by Footwear Buyers 


ORE and more the spirit of 
Me= cooperation is pervad- 

ing the shoe industry. Re- 
tail merchant conventions are no 
longer places where thoughts are 
shared by the inner circle and mis- 
information spread among those 
outside. Leaders tell frankly and 
fully of the methods employed by 
them in achieving success. Buyers 
tell what they honestly think will be 
good—not what they hope their 
hearers will buy because of its lack 
of salability. 

It has remained for the Kansas 
Shoe Retailers’ Association to go the 
limit in this matter of cooperation, 
however. Look back ten years and 
imagine a big merchant visiting the 
Eastern markets and then reporting 
by letter to some scores of other 
merchants just what he saw, what 
he himself has bought, and how he 
had bought. 

Yet that is what they are doing 
in Kansas. And it is being done ac- 
curately and honestly. Proof of this 
is seen in the following letter which 
was sent to the entire membership 
of the association by Secretary- 
Treasurer L. P. Hallack, shoe buyer 
for the George Innes Co., Wichita, 
Kan. It is dated June 22 and deals 
with the style trends for late sum- 
mer and fall of this year. Here is 
the letter: 











“Dear Mr. Orr: 

“The -writer has just returned 
from a three weeks’ trip through 
the Eastern markets and thought 
perhaps you would be interested in 
what he saw. 

“The style situation seems a little 
unsettled from the standpoint of 
both the manufacturer and the mer- 
chant, but they have all agreed that 
black patent will be the leader. 
There was some talk of black satin, 
but I advise caution with this ma- 
terial. 

“A rich shade of brown kid will 
be a leading factor and Midnight 
Blue kidskin, in my estimation, will 
be the dark horse on the color card. 
I bought five shoes in this shade. 

“Genuine alligator in black and 
brown looks the very best bet for 
novelty footwear in the better 
grades. The outstanding shoes on 
women’s feet on Fifth Avenue at 
present are of genuine alligator. 

“I will tell you what we bought 
and you can let it go in at one ear and 
out the other, but anyway this is 
the way our money went. The vol- 
ume was patent with some trimming 


but not of a vivid contrast. Ties 
and gores I played heavily. 

“I cannot see any middle of the 
road colors. If you need a brown 
kid, get a brown kid. I believe the 
‘in-between’ colors are too close to 
the present shades and they cer- 
tainly are off of those. 

“We bought seven shoes in both 
heels of genuine alligator and genu- 
ine Calcutta lizard. 

“Hosiery is going to the darker 
shades and I predict a very big run 
on gunmetal hosiery with black 
heels. All of these colored heels 
have reached the bargain counters 
in New York and I believe they are 
out of the picture. 

“We trimmed many black kid and 

[CONTINUED ON PAGE 41] 
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Spanish Style—but Real Shoe Store 


Modernmode, Newest of Fifth Avenue’s Footwear 


Shops, Combines Beauty and Utility 


BIT of old Madrid or Seville 
A: the Modernmode Footwear, 

the newest shoe store on New 
York’s Fifth Avenue. And _ yet, 
there is no mistaking the fact that 
this is a shoe store, for despite the 
Spanish decorations and mode of 
architecture, there are the familiar 
shelves along the wall and the shoes 
in boxes, although they fit in beau- 
tifully with the general color and 
decorative scheme. 





Above is an interior view 
of the new Modernmode 
shop, taken from the 
front of the store and 
looking through one of 
the archways. At the 
right is a view of the 
Spacious entrance and 
display windows 


This newest shop is operated by 
Wildfeuer Brothers, who have a 
chain of six other stores in New 
York, all handling medium grade 
shoes. The Fifth Avenue store, lo- 
cated in the new Delmonico Build- 
ing, is the company’s first venture 
into the higher priced field and is 
the first of a new chain of stores 
which the company proposes open- 
ing. 

The fairly deeply recessed win- 
dows at the front, instead 
of the conventional back- 
ground, are open at the 
back, separated only from 
the reception room at the 
entrance by handsome 
wrought iron grill work in 
the best Spanish style. At 
one side of the reception 
room is the hosiery de- 
partment. Two large arch- 
ways give upon the main 
salesroom, and against the 
pillar between the arches 
is a large glass display 
case. 


HE walls are of apple 

green, a rather deep 
tone at the bottom, gradu- 
ating to a faint tinge at the 
top. The fixtures are solid 
walnut and full length mir- 
rors with carved walnut 
frames are placed at inter- 
vals around the wall be- 
tween the _ shelves. The 
boxes on the shelves are all 


apple green in color, carrying out 
the general color scheme. The in- 
dividual chairs are of the bent wood 
type in walnut, upholstered in plum 
and green mohair, and the figured 
carpet, which covers the entire floor. 
is of plum and green. At the rear 
is the cashier’s and wrapping desk. 


HIS desk is set into an alcove 

with a walnut front. Two 
arches span this desk, while a third 
arch forms a doorway into the re- 
serve stock rooms at the back. The 
conventional method of having the 
salesperson bring the shoes and cash 
to the desk is used. 

The lighting equipment of the 
store and display windows is of the 
modern variety. While indirect 
lighting has not been used in the 
store room, the light is filtered 
through handsome crystal chande- 
liers hung at intervals from the 
ceiling. Additional lighting is ob- 
tained from wrought iron torcherers, 
which add to the artistic atmosphere 
of the shop. Regulation fitting 
stools are used, but they are made 
of walnut and harmonize with the 
other fittings of the establishment. 

A most modern touch is seen in 
the small wrought iron smoking 
stands with their generous supply 
of green tinted cigarettes—and how 
the girls do go for them, according 
to P. W. DuBois, manager. 

Only high style footwear, ranging 
in price from $10 to $14.50, is car- 
ried in this store. 











0. 


vain aS 
































oul 


0d 
unm 
red 
Or, 
ear 
sk. 


ove 
‘wo 
ird 
re- 
The 
the 
ash 


the 
the 
ect 
the 
red 
de- 
the 
ob- 
rs, 
ere 
ing 
ide 
the 
nt. 

in 
ing 
ply 
Ow 
ng 


ng 


















—— 


October 22, 1927 





BOOT AND SHOE RECORDER 


Pepping Up Your Advertising 


The Newer Style Shows a Happy Combination 


of Freakishness and Realism 


shoe advertising as done in the 

larger cities throughout the 
country reveals two distinct trends. 
The first is the tendency to show the 
shoe on the foot, thus gaining real- 
ism. The second is to ape the newer 
type art work appearing in the edi- 
torial pages of the so-called “smart” 
magazines. 

These are accurate reflections of 
the times in which we live. Adver- 
tising art always follows a course 
closely parallel to contemporary art 
in other fields and thus gains the 
obvious advantage of being “modern.” 


EB a hasty survey of retail 


Just as the styles of today are de- 
signed to appeal to the present-day 
tastes of the people, so, too, must the 
advertising reflect the same note in 
copy and in art work. 

So much for theory. 

The men’s advertisement shown in 


| WETHERBY-KAYSER 





CYurora 


«+. of black 
--. or brown 


ooze .. £0.00 


¥ 


IMPORTED BUCKLES 
AND HOSIERY 


716 SOUTH FLOWER 


Noll; wood Les Angeles San Dango 


Pasaclena 





EADIE A EY yh 


Warx-Over’s 





TAILORED TIES 


A UNUSUALLY 


attractive showing of Walk- 
Over Tailored Ties with crim 
lines and comfortable walking 
heel—the type of foorwear,so 
smart for sports, street,or busi- 
ness ... and for which Walk- 
Over's are so widely known. 
Charming)y developed in 
rich autumn shades with 
barmonszing inlays. 


58°. 340 


JesBerc’s WALK-OVER Suors 








‘Ghe Home of mans srnnes ARCH smoes 
om paincess rat and az.ier Models 


The wood cut of long ago 
brought up to date and used 
effectively to give a background 
for the legs and shoes. Note 
that the outlines of the two 
shoes are emphasized by the 
background. 


effective 


than a 

photograph because of the way 

lights and shadows are made to 

combine to focus attention on 
the footwear. 


More even 


the center of this page is a good ex- 
ample of smartness, which, however, 
is not bizarre. Men seldom are at- 
tracted by the bizarre, as women 
are, and the advertiser, realizing 
this, has kept his art work within 
the bounds of realism. The men are 
human, their poses are natural, and 
the shoes on their feet are such as 
men of the type pictured would be 
glad to wear. 

Yet there is a touch of the mod- 
ern form of art in the way lights 
and shadows are made to fall across 
the groups. Carrying this shadow 
effect to an extreme, one photog- 
rapher shoots his spotlight through 
a young forest of carpet tacks at the 
object being photographed, thus 


Beauty and realism both 

achieved in this advertisement 

by using only the very simplest 

of lines, just the suggestion of 

the leg and with the shoes done 
ina more solid effect. 


achieving a bewildering array of 
pointed lights and shadows running 
in every conceivable direction. 


HE smaller one, that by Wether- 

by-Kayser, achieves distinction 
through its extreme simplicity, just 
a pair of legs and an accurate draw- 
ing of the shoes as they appear on 
the feet. This is a treatment, inci- 
dentally, which always reproduces 
well on the pages of a newspaper 
and no risk is run of the effect be- 
ing lost by reason of the quality of 
paper used or the speed with which 
the presses are run in turning out 
the edition. 

The Jesberg advertisement is an 
unusually good example of the 
modern trend. Here the shoes and 
legs are thrown into high relief, 
made to stand out boldly and clearly, 
not by the outlines of the shoes and 
legs themselves but by the shadows 
which have been thrown behind 
them. 

It is interesting to note, also, that 
the modern note has been achieved 
by the use of the old-time wood cut 
effect. It is the shadow which is 
black and which, theoretically at 
least, should therefore be the first 
thing to be seen. But so cleverly 
has it been done that it is the shoes 
which stand out and not the black 
background. 
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Deceiving Self and Public 


S this.to be the year of increasing inventories? 

The production of shoes continues at a merry 
pace. In seven months there has been produced 
8.8 per cent more shoes than a year ago. Has there 
been a corresponding increase in purchasing? 
What a significant remark was made by Waddill 
Catchings af the manufacturers’ convention last 
January. He said: 


“There has been a great reduction in in- 
ventory during last year and the preceding 
:/years. In other words, in business we have 
been using up to a considerable extent an 
invisible supply. It is hardly likely that that 
_‘éan be continued at the rate of the last few 
“yer years. Therefore, even if there is no in- 
. crease in consumer demand during the next 
year, there is apt to be a greater pressure 
put on business operation because mer- 
chants will have to buy more than they 
have heretofore.” 


Have events to date in 1927 proved it to be a 
fact that inventories are on the increase? One of 
the factors that have increased inventory has been 
the purchase of short lots, particularly of ortho- 
pedic types of shoe. 

When a shoe store doing $30,000 worth of busi- 
ness a year has seven specialty shoes, a rigid arch, 
flexible arch, a combination heel, an extra wide 
ball and three others calculated to correct or cure 
certain ailments of the foot, what real service can 
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that store give in sizes and widths on any one of 
these specialties, much less the long line of fancy 
and style merchandise carried? 

That store is deceiving the public as to its abil- 
ity to serve in corrective footwear, because it is 
not equipped with ample sizes and widths for that 
service. It is fooling itself as to the profit that it 
can make on these specialties, in addition to its 
regular line of style merchandise. The left-over 
pairage is so great that all the profits are tied up 
in the inventory. 

The merchant may have twenty years of expe- 
rience at retail, he may know the human foot, he 
may think that he can serve with the few shoes 
that he has the many ails and ailments of the hu 
man foot, but he is deceiving himself. He hasn’t 
got a chance, he is out of the picture, he is headed 
for a loss. 


If he is convinced that one corrective shoe has 
within it excellent merits that will help a larger 
proportion of troubled feet, then he should have 
not less than 144 pairs of that shoe on hand at all 
times for that service. He cannot do a good job 
with less; he is bound to mistreat feet when his 
sizes are so few. 

This corrective game, so-called, has increase 
with leaps and bounds this year. Even the $5 and 
$6 shoes have within them the steel plates and 
fundamentals of corrective footwear. They are 
good shoes and serve the purpose. 

Feet are not getting better, and as a result peo- 
ple are calling more and more for these corrective 
shoes. The battle of correction is fought on the 
size schedule. If too few shoes are carried, no mat- 
ter what the price asked, there is a danger in the 
service rendered, and in the future prospect of ser- 
vice with customers who have troubled feet. 


The thing to do is to be convinced of the need of 
as few different types of corrective shoes as pos- 
sible, and then playing them in sizes and widths as 
heavily as possible to justify the more intelligent 
service of fitting necessary. Many a foot is ruined 
by the wrong corrective shoe. That foot would be 
better off with ordinary shoes than to have a mis- 
fitted corrective shoe. The placement of the bones 
of the foot in a corrective shoe allows for but little 
variation. You can’t step the sizes and widths up 
and down. Fitting has got to be precise. 


Stores to handle more of these shoes than the 
former style proportions of stock must naturally 
expect increased inventory. They should also 
strive to get an increased profit per pair, because 
of the necessity of a greater stock on the shelves, 
and the greater service and time spent per custom- 
er in fitting and diagnosing of ailments. This is the 
time of the year when feet begin to be more trou- 
blesome, and we urge, and doubly urge, a serious 
consideration of these pointers. 
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More Hours 


HE standard of living is constantly advancing, 

and an ever-increasing proportion of the popu- 
lation is entering the fields of industry, commerce 
and finance. Inventive genius is perfecting ma- 
chinery to relieve more and more hand labor and 
to produce goods in greater volume. 

And yet what are we seeing—a reduction in the 
time and opportunity for buying merchandise. The 
larger stores find it necessary to keep shopping 
hours between 9 and 5:30, and the only time of 
the week that the girl or boy working in factory 
or office can get a chance to buy is during the short 
luncheon period, or on Saturday afternoon. 

But that short margin of four hours work on 
Saturday afternoon is responsible for more trouble 
in holding salesmen and women to store work than 
anything else. In small communities, and in the 
suburbs particularly, there is a surprising increase 
in night work. Four nights a week the store is 
open until 9 o’clock in the evening, and often- 
times on Saturday until 11 o’clock. This problem 
of hours at retail is 
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the present standard of living really enjoyable. 
It is difficult to get stock boys to start at the 
foot of the ladder, and when the function of stock- 
keeping is left to sixty-year-old men, then there 
certainly is a significant change in business. When 
2 boy wants to jump right on to the fitting floor, 
without knowledge of stock or shoes, or mate- 
rials, or construction, and then insists upon an 
eight-hour day in the store, but only three hours 
of actual selling, the problem of the merchant is 

not improved by the conditions of the times. 
There has got to come a readjustment of new 
fangled ideas on store work, if a profit is to be 
made at retail. The customer and his dollar has 
got to be served, and if store hours and new sell- 
ing conditions come up, they have got to be faced. 
What is more important, the experienced retail 
shoe salesman must know more about his goods 
and the function of the feet within shoes than 
ever before. As civilization progresses the feet 
do not improve. Therefore, they need a more care- 
ful and professional fitting, and if stores are to 
make a profit on that service rendered, there has 
got to be serious 


or 











changing business and 
methods of selling. The 
large department stores 
cannot compete with 
the little shop that 
catches the consumer at 
the only time of the day 
or night that person 
can devote to buying. 

We have not noticed 
a resolution in associa- 
tion for the past two 
years that has tried to 
shorten the hours at re- 
tail. If the store must 
be kept open nights, 
then a corresponding 
lessening of hours in 
the day must be made. 
But for the man who 
has a one man store, 
there never was a 
greater hardship. (Signed) 

Out of 41,614,248 * 
people engaged in gain- 
ful occupation, 29,570,- 
867 are engaged in the 
manufacturing, trans- 
portation, distribution 
and allied activities. 
The product of their 
labors are translated 
into goods to contribute 
to the comfort, conve- 
nience, service and 
operations that make 








valued publication. 


lutely authentic. 








The ‘Reason Why 


JUVENILE SHOE COMPANY 
Tampa, Fla. 


Through the many years I was a salesman in the 
retail shoe business I always looked forward to read- 
ing the Boot ANp SHOE RECORDER; and as a clerk 
I always found something in the REcorpER that 
helped me in getting ahead. 

I opened the above business for myself about four * * # 
years ago and one of the first things I did—in fact, 
beforé-I opened the store—was to subscribe to your 


I have always taken great pleasure in reading the 
Boot AND SHOE REcORDER and have put into effect 
many ideas from time to time. 

I always consider any article you print to be abso- 


Yours very truly, 


R. W. GROVES, Mgr. 


Tampa is a wonderful city and has many splen- 
did and up-to-date merchants. 

The Recorver is a weekly visitor to the very 
best shoe stores and departments there. 

It’s a pleasure to know that we have been of real 
help to Mr. Groves in his progress towards success. 


fant TH. 


BOOT AND SHOE RECORDER 


thought put to the fun- 
damental arts of shoe 
fitting. 

Style has its place, 
but no shoe is worth its 
price, unless it has the 
gift of fitting the pecu- 
liarities of the particu- 
lar customer into a 
ready-made shoe, ser- 
viceable at the first step 
off. 


Christmas is coming 
at a more rapid pace 
than many of us real- 
ize. Now is the time to 
prepare for the Christ- 
mast shopper. Get the 
spirit of Christmas, of 
kindliness, of helpful- 
ness and of good cheer 
into your store. That 
* means more than mere 
Christmas merchan- 
dise. After all there is 
a lot of satisfaction in 
doing a job well. Let 
the real Christmas at- 
mosphere pervade your 
store during the holi- 
day season and the 
profits will take care of 
themselves. Holly 
wreaths and frowns do 
not harmonize. 





President. 
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You Can Have Your Own Store 


Opportunities for Salesmen to Become Merchants 


HE other day a young 

] retail salesman asked 

me this one: “Do you 
believe that a young man has 
as good a chance to get into 
business for himself as he 
did a few years ago?” He 
went on to say that he was 
becoming a little discour- 
aged with the shoe business 
and had been thinking of get- 
ting into some other line. I 
invited him to come to my 
hotel after dinner—I never 
offer food or drink to the em- 
ployees of one of my custom- 
ers—and we would have a 
good, long talk about things. 
I could see that this young- 
ster was needing some help- 
ful advice. 

Well, he came over right 
after 7 o’clock and we went 
up to my room and talked un- 
til nearly 11. 

First of all he wanted to 
know if I could tell him of 
any young shoe clerks who 
had been able to get into 
business for themselves with- 
out much capital. So I told 
him of this case: 

“A young man had been em- 
ployed as a retail salesman 
for some years in various 
stores in many parts of the 
country. At length he de- 
cided to quit roaming and 
settle down. He owned a 
decrepit old automobile, 
worth about $200. In this 
wreck he drove 2000 miles 
looking for his chance. Fi- 
nally he came to a small 
town that seemed to need a 
shoe store. He borrowed money 
enough on his car to lease a small 
store and to buy a few dozen shoes. 
He built his own shelving. At the 
local furniture store he bought 
chairs and carpets on the install- 
ment plan. He opened up on a 
Saturday. By night he was short 
of sizes. Monday he got in a new 
lot by parcel post from a nearby 
jobber. In two weeks that plucky 
lad was the proud owner of a small 
but flourishing business.” 

My young friend said that it was 
a nervy thing to do and that there 


By R. L. Prather 





If he keeps his feet on the ground and his mind 
on his job, there are just as many chances as 


ever for him to own his own store. 


was a lot of luck in it, too. “Luck,” 
I said. “Luck is of a man’s own 
making in most cases. That same 
young fellow is today opening his 
second store. I could take you to 
see him in a half day’s drive from 
here. If you want to prove to your- 
self that there are opportunities 
just go and see this clerk who made 
himself a proprietor with no capi- 
tal but a battered old tin can of an 
automobile.” 

Then I went on to tell him of 
many other instances wherein 
young men had started on a shoe 


string and made a big suc- 
cess. I cited some of the 
most prosperous shoe stores 
of the country as being 
started just that way. “Do 
you suppose that Tony Geut- 
ing started business with 
the wonderful stores he 
owns today? Do you think 
that Al Gude began business 
in the palatial establish- 
ments he now operates? 
Why, boy, there are literally 
thousands of the most won- 
derful opportunities waiting 
for the right man to come 
along.” 

The youngster said he 
thought that almost ever) 
small town had a pretty good 
shoe store. 

“Come with me on a trip 
out into the country and see 
the many little towns that 
need a real shoe store. There 
are so-called shoe stores in 
many of the small places, it 
is true. But they are in busi 
ness because some better 
man has not come along to 
take the business away from 
them.” 

“But how is a man going 
to get a start unless he has 
some capital?” he asked. 

My answer to that was 
this: “If a young man has 
been in the shoe business 
for any length of time he 
will have established himsel! 
in the respect and confidenc: 
of a good many older men, 
travelers, wholesalers, man 
ufacturers. That is if he is 
the right kind of a young 
If he is not he has no busi- 
He is 


T 


man. 
ress getting into business. 
doomed to fail before he starts. 
know a dozen young lads who ar: 
worthy of all the backing they nee: 
to get started. But they are 
afraid of the big chance. They lack 
nerve.” 

“Another thing they lack and tha 
is the will to deprive themselves o 
some of the things they now enjo; 
For example, they prefer to stic 


around the big cities and work fo: 
a salary rather than to undergo 
some of the hardships and self de- 
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nials necessary in getting a start.” 

“One of the worst things that can 
happen to a man is to become sal- 
ary-minded. If he gets into the 
groove of watching for his pay en- 
velope and fearing that the loss of 
his job means starvation, he is in 
a bad fix. He loses all initiative 
and self reliance. Soon he becomes 
just a hireling, contented to go 
along, working for someone else all 
his days.” 

“Show me a man’s bank book and 
I can tell you pretty well what kind 
of a man he is and what chance he 
has to own a business of his own. 
The man who cannot, or will not 
save money will never succeed in 
business no matter how fine an op- 
portunity comes his way.” 


HE young man listened to all of 
this and then sprung what he 
thought was a knockout: “If you 
really feel that way about it why 
don’t-you get into business for your- 
self? Why do you go on selling 


shoes on the road year after year 
working for someone else?” 
He thought he had me all 


That Elusive Five Per Cent 


Aha! 


sewed up. But when I told him 
that I owned three shoe stores and 
traveled on account of my health 
he looked down the other side of 
his nose. 

I told this Doubting Thomas that 
if he was really in earnest and 
wanted to get a store of his own to 
cut loose from all his spendthrift 
habits and put some money into a 
savings bank. I told him that if he 
had a certain amount to his credit 
at the end of the year I would see 
to it that he got his chance. I am 
pretty safe on that gamble because 
this lad likes movies and gals and 
the night life. I have seen him 
dashing around with giddy flappers 
a lot of times. One time I saw him 
with a party of gin-guzzlers parked 
along the roadside when I was 
making a late drive not far from 
his town. He may come out of it 
but I doubt it. I am afraid that 
Opportunity will have to use brass 
knuckles when she knocks at his 
door. 

But I still maintain that there are 
chances for young men if they will 
only step right out and hunt them. 





ORTY per » 
cent of gross 
profit in the price 
list or the sam- 
ple line doesn’t 
mean 40 per cent 
in the final oper- 
ating figures. 
Necessary sale 
prices, unreck- 
oned expenses, 


One 

Pair 
Cost ....$5.00 
Sell .... 8.50 
Gross .. 3.50 
Expense. 2.50 
NOE cows LO 





THE DREAM PICTURE 
AS BOUGHT AS SOLD 


Per 
Cent 


One 
Pair 

| $5.00 
8.00 
3.00 
2.60 
.40 


Per 
Cent 


100 
Pairs 


10,000 
Pairs 
$50,000 
85,000 | 
35,000 | 
25,000 | 
10,000 | 


41.1 
29.4 
11.7 





deprecia- 

tions and other inevitable minor 
merchandising losses reduce net 
profits as they appear in the sample 
room to a figure of less than half 
the amount in the final figures. 

And it takes a merchant of more 
than. ordinary cleverness to keep 
that shrinkage within the 5 per 
cent limit. This 5 per cent shrink- 
age has become a more important 
factor every year for four years. 
The merchant who fails to reckon 
with this “elusive 5 per cent” in 
his budgeting is simply kidding 
himself to the annihilation of his 
net profit. 

The dream picture shown here 
was $10,000 of net profit, a reason- 
able figure and a reasonable per- 
centage on a volume of that size. 
The actual result as sold was $5,000 
less received for the shoes than the 


expected figure. The net profit was 
$6,000 less. 

The analysis is simple. Perhaps 
he did sell 90 per cent of his buy- 
ing for the expected price. The 
other 10 per cent had to be sold at 
less. And $1,000 of unreckoned ex- 
penses still further punished the 
net profit. 

Illustrating the same thing in 
another way, here is what happens 
in the course of a year. 


THE DREAM 
10,000 pairs at $8.50 — $85,000 


THE FACT 
9,000 pairs at $8.50 — $76,500 
500 pairs at 5.00— 2,500 
500 pairs at 2.00=— 1,000 


10,000 





$8.00 $80,000 


THE ACTUAL RESULT 
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Minimizing the 
Style Hazard 


[CONTINUED FROM PAGE 35] 
patent shoes with gunmetal silk kid. 

“T suggest that you have more box 
heels in your stock this fall. They 
are sure to be big sellers, as there is 
no question but what heels will be 
lower. 

“Look out for the flapper. The 
pirate boot looks like a tremendous 
big bet for her. I bought one boot 
in nine combinations to retail from 
$9 to $12. 

“These few things are only my 
guess. Yours is as good as mine. 
However, about $50,000 of our dough 
went this way, so they certainly will 
be good at Innes’. 

“I write this letter as Secretary 
and Treasurer of the Kansas Shoe 
Retailers’ Association and hope it 
may be of some benefit to our mem- 
bers. I advise cautious buying for 
the next six months. I would have 
a very liberal cash reserve in your 
buying appropriation. 

“Sincerely yours, “L. P. HALLACK.” 


the 
indoor 


One of 
healthiest 
sports you can 
do with your 
sales records is to 
study out just 
how many pairs 
of your total 
year’s volume you 
do sell at less 
than the intended 
selling price. 
Maybe you didn’t sell them. Per- 
haps you hung onto them and in- 
ventoried them. That’s even worse. 
In that case the elusive five per cent 
would reflect in depreciation. 

Like death and taxes, this elusive 
five per cent is inevitable. It is 
there whether you reckon it or not. 
And it will show up either in short 
sales, decreased gross profit or de- 
preciation. 

In the above figures this elusive 
five per cent is a matter of just 
about fifty cents a pair right over 
the whole outlet. Ignore it, camou- 
flage it, smudge it, or just don’t do 
anything about it, if you will. This 
shrinkage is there and sooner or 
later must be recognized. 

Better get to it before it gets you. 
Forty per cent reckoning is only 35 
per cent actual. 


100 
Pairs 
$500 

800 


10,000 
Pairs 
$50,000 
80,000 
300 30,000 
260 26,000 
40 4,000 
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Good presentation of Hallowe'en spirit, but not quite enough of it 


Using Hallowe’en to Sell Shoes 


By Ernest A. Dench 


HAT about the application 
of Hallowe’en to footwear 
and hosiery? That is the 


part which concerns you most. It is 
difficult to procure a full 100 per 
cent display example, to “pull to 
pieces” in a constructive manner, 
since many excellent trims are ar- 
ranged but which we do not hear 
about in sufficient time to have a 
photograph taken. 

However, from Springfield, Ohio, 
comes a meritorious Hallowe’en dis- 
play by the Walk-Over Boot Shop, 
which annexed the third prize in the 
Booster Week store display contest 
promoted last October. 

We would have awarded it 25 per 
cent for being steeped in Hallow- 
e’en tradition and folk lore. It lost 
15 per cent on this count because the 
display man had been afraid to let 
himself go. He had more eye on 
the artistic effect and dignified pres- 
entation than the event itself, which 
rather cramped his style. For in- 
stance, while there was the pumpkin 
element, a dash of the harvest spirit 
and the autumn outdoors, we felt 
that more might have been done. 
The fairy tale of Cinderella might 
have been revamped and the magic 
of the pumpkins been revealed, and 
Cinderella disclosed in tiny silver 
slippers and silk hose. In the men’s 
trim the Prince’s side could have 


been handled. It may not have much 
connection with the event, but we 
would not be surprised if the legend 
of Cinderella has some associations 
with the supernatural night. 

2. Selling punch, 40 per cent. The 
brace of show windows were dec- 
orated alike; one for men’s lines, the 
other with style novelties for wo- 
men. 


N both trims the footwear models, 

about twenty of which were exhib- 
ited, were in evidence on the floor 
and on gently tilted rests and stands, 
each model named and priced, and 
offering sufficient choice to the man 
or woman seeking a dress shoe for 
the Hallowe’en party in particular 
and autumn social and business wear 
in general. The full quota was 
earned on the judging basis. 

3. Originality and artistry in pres- 
entation, 20 per cent. Dashes of 
color were imparted to the dark 
stained background paneling by a 
pumpkin-shaped plaque at each cen- 
ter side, hung high up, with comical 
features painted on the pumpkin 
faces. In between each plaque was 
an oblong panel of a harvest scene, 
surmounted at the top and sides with 
black and green crinkly crepe paper. 
On the floor in front of the oblong 
panel was a plateau, draped with 
orange cloth, which served as the 


concentration point for the most 
stylish pair of shoes in stock. Sur- 
rounding the plateau, but off of it, 
a deep, tubular, dull green art pot- 
tery vase surmounted a tall wooden 
stand. Dried autumnal flowers and 
grasses were deftly arranged in the 
vases. 

While on Hallowe’en, we will give 
details of another trim which are 
minus any illustration. 


HE Queen Quality Shoe Store, 
Boston, Mass., devoted two of its 

windows to Hallowe’en. At the rear 
of both displays hung a large black 
and gold banner, in alternating 
stripes of black and gold. Hung 
over this was a branch of autumn 
leaves. More of the leaves were 
scattered over the window floor. 

At the rear center was a ver) 
elarge pumpkin. This was hollowed 
out, and inside it was a small plat- 
form. Placed on the platform, 
which raised it a little above the 
level of the pumpkin, was a ballroom 
slipper. In one window the slipper 
was of brocaded silver and in the 
other it was of brocaded gold cloth. 
A concealed electric light, inside the 
pumpkin, set off brilliantly the shoe 
in each case. 

Both of the windows were alike, 
with the exception of the gold and 
silver slippers. 
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Fashion Is Women’s Chief Interest 





Style Exhibit Draws Crowds at Industry Exposition 


S was to be expected, fashion 
Aes no inconspicuous part 
in the Exposition of Women’s 
Arts and Industries held at the 
Hotel Astor, New York, earlier this 
month. While the exposition was 
staged primarily to show the prog- 
ress that women have made in art 
and industry and included such pro- 
saic things as household appliances 
and books on rearing children, it 
was around the fashion and beauty 
culture exhibits that the largest 
crowds gathered, showing, if any- 
thing, that the modern woman, de- 
spite the broadened interest in 
world affairs, is still a woman, with 
all of a woman’s keen interest in 
personal appearance. 

In a hundred foot space along one 
side of the balcony of the Grand Ball 
Room, where the exhibition was held, 
a fashion exhibit under the direc- 
tion of Mme. Helene Volka was 
staged. Evening gowns, afternoon 
frocks and sport clothes, all designed 
with the idea of spring, 1928, in 
mind were shown with appropriate 








At the left we show Miss Olga Petrova 
wearing the new conceit in footwear, 
named for her, and first shown at the 
Exposition of Women’s Art in Industry. 
The shoes sketched on this page were 
all shown in the fashion, except the one at 
the top, which is Mary Bendelari’s new 
Persian boudair slipper, which comes in 
a variety of leathers and which has al- 
ready jumped into high favor in exclu- 
sive shops throughout the East. Imime- 
diately beneath are depicted a matching 
shoe and bag of printed linen. The bag, 
of under-arm style, has no strap. The 
heel, strap and binding of the shoe is of 
red kid. Next is a 
new idea in black 
velvet evening slip- 
pers. The strap and 
heel are of silver 
kid. The straight 
black satin pump 
shown next 





hosiery and shoes. The hosiery was 
supplied by the Holeproof Hosiery 
Co. and the shoes by Laird, Schober 
& Co. 

Judging from the costumes dis- 
played, intended mainly for Southern 
resort wear, high colors and novel 
fabrics are to be in vogue. Of the 
interesting fabrics introduced was 
a linen tweed, in light bluish gray, 
with which a gray lizard shoe was 
shown. Several types of black satin 
evening shoes were shown to go 
with black evening gowns. One ex- 
tremely striking combination was 
that of a blue satin, gold embroi- 
dered evening shoe to be worn with 
a gold lace evening gown. 

A feature of the exhibit was the 
introduction of the “Petrova” shoe, 
a dainty slipper with narrow square 
toe and a five-sided heel, which was 
especially designed for Olga Petrova, 
the screen and stage star. 

Mary Bendelari maintained a 
booth in which she showed her new 
Persian boudoir slippers, the latest 
product of her Paris workshop. 























achieves smartness through tts 
novel side decoration of rhine- 
stone buckle and tab, and a 
rhinestone heel. Silver is again 
combined with black, satin 
this time, in the next shoe. 
The cloisonne buckle and 
silver kid heel give this shoe 
extreme chic. The oxford, of 


gray calf, with gun-metal heel, toe and quarter trim, 
and the strap of gun-metal and dark gray lizard, is 
a foretaste of the walking oxford to wear with the 
gray tailored suit next spring. At the bottom ts the 
Petrova model, developed in black patent leather with 
composition black and white heel and buckle. 
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LETS GET MORE SHOES SOLD RIGHT 
THROUGH LEARNING HOW TO DO IT! 


ADVANCEMENT THROUGH ‘KNOW~HOW’ 
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— 


Edited by Helen M.Haney 


“Mien Will Buy More Pairs 


When the Sales Talks Are of Style and Quality” 


s6 HAT I Will Do to Help 
Wii: N.S. R. A. $4,000,000 
Men’s Shoe Campaign 
Increase Profits for My Store and 
for Me” was answered exceedingly 
well by several salesmen. The very 
best answer was given by Ben Jacob- 
son of 98 Burchard Avenue, East 
Orange, N. J., and the second best 
answer was given by Ben Emden, 
salesman for Krupp & Tuffly, Inc., 
Houston, Texas. Victor J. Marks of 
the Marks Shoe Store, Danville, Pa., 
and Frank R. Gonzalez, salesman at 
Kaufman’s, San Antonio, Texas, are 
awarded honorable mentions. 














By talking about men’s shoes to 
women, you can sell more pairs 


“Some men buy shoes the same as 
they buy food,” said Mr. Jacobson, 
“merely as a necessity — yet these 
same men are vain when the matter 
of buying their collars, ties, and 
hats, are concerned. This shows that 
men are conscious as to collars, ties, 
and hats, but not conscious as to 
their. shoes. It is up to the retail 
shoe salesman to awake that shoe 
consciousness in men. I believe that 
it can be done by changing the old 
selling talk of “Wear and Price” to 
men, to the newer and better selling 
talk of “STYLE AND QUALITY.” 

We must first see that every man 
and boy associated with the shoe and 





leather industry is properly shod, 
thereby setting an example to our 
men customers outside of the indus- 
try. A neat little vest-pocket-size 
booklet, with men’s shoes illustrated, 
and a talk given as to the suit or hat 
with which these shoes are to be 
worn—and if possible, illustrations 
of these suits or hats, would help the 























Change your men’s shoe selling 
talk from Wear and Price to 
STYLE AND QUALITY 


salesman in impressing upon his 
men customers the idea of “Shoes 
for the Occasion.” 

The good salesman will never lose 
an opportunity to try the new num- 
bers in shoes and slippers on the feet 
of his men customer friends, or pros- 
pective customers. The salesman 
should invite his men friends into 
the store to look at the shoe stock, 
with the understanding that he need 
not buy the shoes if he does not like 
them; the salesman should then ex- 
plain the necessity of dress shoes for 
dress occasions, or the sport or busi- 
ness shoe, as the occasion may re- 
quire. Personal and friendly con- 
tact always helps business. 

I have sold many extra pairs by 
talking men’s shoes to women, who, 
in turn, have told their husbands 
about the new shoes I spoke to them 
about. By all means, cater strongly 


to the big boys, who naturally want 
manly shoes to wear with their first 
long pants. The occasional display 
of some extreme styles will also 
create helpful publicity for men’s 
shoes. 


Sell Men By Showing Shoes 


Ben Emden makes several good 
points in his letter, one of them be- 
ing—“Show the Goods.” People 
have to be shown the merchandise 
before they will purchase that mer- 
chandise. Suggestions to customers 
increase sales, says Salesman Em- 
den. For instance, a customer comes 

















To sell more men’s shoes, occa- 
sionally display extreme styles 


into the store to purchase a pair of 
tan low shoes. Get same, show one 
shoe to the customer and put it on 
his right foot; bring same style in 
black, put it on his left foot. Ask 
him this question: “Do you wear one 
pair of shoes continually?” Most at 
the customers today will give you 
this answer; “Yes, sir!” 
where you can show your salesman- 
ship. 
more often, instead of wearing on: 
pair until you wear them out, the 
will give three times the wear and 
be better on your feet.” By chang- 
ing your shoes more often, you give 
them a chance to air out and rest 


Wie RETAIL SHOE SALESMAN 











Here is: 


“If you will change your shoes } 
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and they will feel like different 


shoes. Then ask, “Do you play golf? 


| Let’s try on some golf shoes.” Your 
' eustomer often remarks, “Let’s see 


what you have in golf shoes.” In 
that way you can many times put 


' over a sale. 


Mention to your customer that he 
might need a pair of dress shoes to 
wear at dinner and in the evening. 
A number of times these suggestions 
have increased my sales, brought 
new customers to the men’s depart- 
ment, and increased my call trade 
extensively. 

















Write and tell us what you feel 
is the best way of moving slow- 
selling merchandise 


Merchants—Salesmen Meet 


NASHVILLE, TENN. (UTPS)— 
“Fellow Salesmen,” was the term by 
which Dr. George Stoves, pastor of 
the West End Methodist church, ad- 
dressed 125 shoe merchants at the 
recently held tenth semi-annual ban- 
quet of the Nashville Shoe Retailers’ 
Association. “I am in the selling 
game as well as you are,” he said. 
“You sell Nashville her soles, while 
I, in my business, am interested in a 
different kind of ‘soul.’ My enter- 
prise,” he continued, “is highly suc- 
cessful in everything except that it 





AN EXPLANATION 





Atlanta, Iowa.—From_ the 
office of the secretary of the 
Iowa Retail Shoe Dealers’ As- 
sociation, Ira L. Welch, comes 
the advice that this organiza- 
tion edits and mails each two 
weeks to the entire retail shoe 
trade in the State of Iowa, 
“Selling Helps.” In “The Re- 
tail Shoe Salesman” of Sept. 
17, page 56, the Iowa Retail 
Shoe Dealers’ Association was 
not mentioned. Instead, the 
full credit was given to The 
lowa Shoe Travelers’ Associa- 
tion. Both associations should 
have received credit—the Iowa 
Retail Shoe Dealers’ Associa- 
tion, for the primary service 
of editing and mailing, from 
the office of its State secre- 
tary; and the Iowa Shoe Trav- 
elers’ Association members 
for their good work in giving 
added distribution to “Selling 
Helps.” 
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What do you feel is the better 
selling method to move slow-sell- 
ing merchandise—the mark-down 
or the P.M.? This is one of the 
big merchandising problems of 
the day, and this question came 
up recently for discussion by 
twelve big shoe buyers. We are 
asking the retail shoe _ sales- 
people readers of the Recorper 
to consider this matter from the 
standpoint of the store’s welfare, 
and write us their opinion on the 
subject. The answers to this 
problem will test the salespeo- 
ple’s knowledge of merchandis- 
ing. Their replies will be judged 
by the consensus of the opinions 
of the twelve shoe buyers, which 
the Editor has in his possession. 
The lack of knowledge of best 
selling sizes is admittedly one of 
the reasons why many mark- 
downs are necessary; a large 
percentage of mark-downs are 
also taken on poor selection of 
styles, but these are problems of 
the buyer. The salesman is soon 
well aware after a stock arrives 
which are the best sellers and 
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fails to make money.” The meeting 
was one of a series planned each 
year by the shoe merchants of the 
city for their employees. Morris 
Ellis, of the Ellis Shoe Co., served as 
toastmaster. He was introduced by 
O. H. Manns, of D. Loveman & Co. 
Allen Meadors, of the Meadors Shoe 
Co., introduced the speaker of the 
evening. 


























The National Retail Shoe Sales- 
men’s Association is now incor- 
porated under Massachusetts 
laws, and its charter hangs on 
the wall of the national secre- 
tary’s (R. W. Daley) office, 114 
Bedford Street, Boston 


The October Prize Problem Will 
Bring $15 to Retail Shoe 
Salespeople 
To Move Slow Selling Merchandise Quickly, 


W hich Is the Better Method—The Mark- 
Down, or the P. M.? 


which are the slow movers. His 
problem, therefore, is to move 
the slow sellers, and this is also 
the Recorper’s prize problem for 
this month— 


To Move Slow Selling Merehan- 
dise Quickly, Which Is the Better 
Method—from the standpoint of 
the owner of the store—‘The 
Markdown,” or the ““PM?” 

TEN DOLLARS FOR THE 
BEST ANSWER. FIVE DOL- 
LARS FOR THE SECOND BEST 
ANSWER. 


Poor composition and _ bad 
spelling are secondary consid- 
erations. Only men and women 
actually engaged in selling shoes 
at retail are eligible to enter this 
contest. Winners will be an- 
nounced in these columns Novem- 
ber 19. 

SEND YOUR ANSWER. TO 
THE EDITOR OF “THE RETAIL 
SHOE SALESMAN,” BOOT AND 
SHCE RECORDER, 207 South 
Street, Boston, Mass.. SO THAT 
IT WILL BE RECEIVED NOT 
LATER THAN NOVEMBER 7. 


aston tit 





SIGN UP FOR NATIONAL 


ad 





Watch the pages of the “Re- 
corder’s” “The Retail Shoe 
Salesman” each month for 
news of “what’s doing” in the 
National and the locals, as 
well as news of individual 
members, and retail shoe 
salesmen’s activities every- 
where. When we say “sales- 
men” we always include sales- 
women—there is no sex ques- 
tion in business today. Re- 
sults—and in this particular 
case “GETTING MORE 
SHOES .SOLD RIGHT’—is 
what counts. Make out your 
application as follows: 


Oe 
ee 


Position 
Send application to Robert 

W. Daley, National Secretary, 

114 Bedford Street, Boston. 






































































BosToN — The 
Boston Retail 
Shoe Salesmen’s 
Association, Inc., 
opened its four- 
teenth year of 
educational and 
mutual advance- 
ment in scientific 
salesman- 
ship work this 
month. Elmer A. 
Kuhlen, the newly elected presi- 
dent, presided. It was announced 
that the National Retail Shoe Sales- 
men’s Association, Inc., promoted by 
the Boston Association, had been 
granted its charter, and that R. W. 
Daley, 114 Bedford Street, Boston, 
the National Secretary, would be 
glad to receive applications for mem- 
bership, in addition to the 100 or 
more salesmen from various parts 
of the country who have already 





Elmer A. Kuhlen 














Wear good looking shoes yourself 
and thereby sell more men’s 
shoes 


joined this organization. P. F. 
Girard, salesman at the J. L. Esart 
Co.’s store, here, is president of the 
national association. Four new 
members joined the Boston Associa- 
tion—namely—Warren L. Lewis, 
Fred Schwab, and Chas. G. Mansway 
of The Henry H. Tuttle Co., and 
Henry C. Knox of the A. H. Howe & 
Sons, Walk-Over store. H. U. Ker- 
win has been appointed chairman of 
the educational committee. 


Men’s Shoe Campaign Explained 


E. Allen Hendrick, assistant to 
Donald W. Bolt, chairman of the 
Ways and Means Committee of the 
N. S. R. A. men’s shoe campaign, 
outlined the details of this $4,000,- 
000 sales project. He said that the 
men’s shoe business had not in- 
creased in the last 34 years, which 
makes it apparent that with the 
growth in population men are actu- 
ally wearing fewer shoes than they 
did 30 to 40 years ago. He said that 
in 1904, the average per capita of 
men’s shoes was 2.82 pairs, and in 
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1925, the last year for which figures 
are available, the average per capita 
was 2.14 pairs, or practically a 25 
per cent decrease. He cited many of 
the causes therefore, and suggested 
cooperation between all members of 
the industry, who should guard 
against competition from without 
the shoe and leather business, rather 
than against competition within its 
ranks. 


A Style Talk 
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mended that shoe salesmen every- 
where pay attention to the careful 
selection of their own clothes and 
shoes, and said: “The average man 
appreciates shoe style.” 

Henry E. Hagan, secretary-treas- 
urer of the Massachusetts Retail 
Shoe Merchants’ Association, sug- 
gested that the measure of responsi- 
bility for not selling men’s shoes 
rests with the retail shoe merchants 
and their salesmen. “For,” said he, 
“if the women of Boston can buy 
thirteen or fourteen pairs of shoes 
at a sitting, the men should surely 
be sold to the extent that they will 
buy three or four pairs.” Mr. Hagan 
said that the women bought many 
pairs of. shoes through “Scientific 
Salesmanship,” and that the men 
should be brought to buy more pairs 
through the same medium—Scientijfic 
Salesmanship. He suggested that 
more types of shoes be offered to men 
customers, and that once in a while 
an extreme type be displayed. He said 

















Leg shows for men are suggested 
for the purpose of selling more 
men’s shoes 


Miss Elizabeth Ambrose, mer- 
chandise editor of Vogue gave a talk 
on “The Shoe Mode in Its Relation 
to Costume.” She said that the 
smallest footwear wardrobe of the 
stylishly dressed woman should con- 
sist of five types of shoes: The golf 
shoe; the walking shoe, with Cuban 



















































More men’s shoes are sold by 
suggestion 


heel; the slightly more formal type 
of walking shoe, with modified spjke 
heel; the shoe for informal, evening 
wear, with high spike heel; the eve- 
ning slipper. She also spoke of the 
vogue of buckles, and their sales pos- 
sibilities as Christmas gifts. 


Men Want More Style 


Irving B. Howe, vice-president of 
the N. S. R. A., gave a talk in which 
he commended the salesmen on their 
splendid work; commented interest- 
ingly on the remarks of Mr. Hen- 
drick and Miss Ambrose; recom- 



























Why not give men customers a 
neat little vest-pocket-size style 
booklet? 





that the men’s shoe business could 
be promoted by more _ courage 
on the part of the salesmen, and by 
“giving the girls a leg show—in- 
stead of letting the girls have it all 
their own way. In other words, 
let’s put more style and styles into 
the men’s shoes,” said Mr. Hagan. 


Newspaper Advertising Good 

Mr. Hagan also strongly suggest- 
ed that the women folks be invited 
to “jack up” their husbands as to the 
good looks of their shoes, and recom- 
mended the daily papers as a good 
medium in which to talk the men’s 
shoe campaign, as on the ground 
that there are thousands and thou- 
sands of men who read the news- 
papers who never look at a national 
magazine. “Don’t forget the small 
town newspaper,” said Mr. Hagan, 
“as statistics have proved that the 
greater proportion of shoes sold are 
distributed in small centers of popu- 
lation.” 
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—Like A Flash Of Light Into 
The Future 


The creation of style is some’ months and months ahead. 
thing more than balancing lasts, We have that gift of style-proph- 
leathers and materials—it’s the ecy and are proud of the service 
art of putting a thrill into foot- we render the industry, who ex- 
wear so as to make it salable pect fromus this fashion foresight. 


CONWAY-WINTER-OCHS, Inc., New England Shoe Style Designers 


131 SUMMER STREET BOSTON, MASS. 
a 


PARIS—VIENNA—LONDON F BROOKLYN-—ST. LOUIS—CHICAGO 
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ANNOUNCING 
ROYAL “T” & EMPRESS 


NEW BASKET BALL SOLE 
Three New Members of the Gro-Cord Family 


These contribute strongly to the leadership of GRO-CORDS which are 














famous the world over. Their exclusive Non-Slip features are attracting 
national and international attention and interest. 


Balloon tire cushion pro- 
wear as well as comfort and satisfaction, which is priceless like good health. 


duced by the cord tire cords on end gives a resistance to abuse, economy in 
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EMPRESS 
ROYAL “T” 
THE GREATEST OF THEM ALL FOR GOLF AND SPORT 
JUST WHAT YOU HAVE BEEN LOOKING FOR—ORDER TODAY AND 
REAP THE RESULTS OF THESE MOST ATTRACTIVE NUMBERS 


Designs and Material Patented 








Any Infringement Will Be Prosecuted 


LIMA CORD SOLE & HEEL Co. 
LIMA, OHIO 

















October 22, 1927 AND SHOE RECORDER 

















tyke 








SHOW 


NOV. 28, 29,30, DEC.1,1927~ HOTEL STATILER 


yer Fourth Annual Pageant of Foot- 
wear Fashions, November 28, 29, 30 
and December 1, is being sponsored by the 
St. Louis Shoe Manufacturers and Whole- 
salers Association. 


It will be held at the Statler Hotel and will 
consist of an elaborate runway Style Show 
of Spring Footwear Styles and complete 
displays of over three hundred of America’s 


leading shoe lines. 


SVLOUIS 


THE WORLD’S SHOE STYLE CENTER 































BOOT AND SHOE RECORDER October 22, 1927 


—_ Styles for Quick Shipment 


Oct 




















The “Coronado” The “Cavalier” The “Coronet” 








7526—“Jewel.’ Ladies’ Patent, 7527—"*Jewel.”” Ladies’ Patent, 7856—"Classic.” Ladies’ er 
Black Mexican Snake Trimmed, McK 17/8 C d Spik Gun Metal Patent Trimmed, 
McKay, 17/8 Covered Spike Heel, ae i “he FE ais aie ; McKay, 19/8 Covered Spike Heel, 
Ritz Last, Four Eyelet Tie, 41/8, a Soe Sa igre om Lyric Last, One Strap, 4142/8, 
AA; 4/8, A; 3/8, B; 24/8, Buckle, Pump, 412/8, AA; 4/8, AA; 4/8, A; 3/8, B; 22/8, 

DE Co, ep Ne $4.15 A; 3/8, B; 2142/8, C....$4.25 ete eect 













With your season in full swing the big question is to 
get new styles attractively priced and to get them quickly. 
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The styles illustrated are ty pical of the “Dia- 
mond Brands” carried on our floors, ready to fill 
your order today. 







Your “Diamond Brand” man will call quickly with 
the complete line—everything in footwear—ready for quick 
shipment. Write or wire for him today. 







Let Us Help You Sell Many Shoes at At- 


tractive Prices. 


ST. LOUIS 
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Annual Pageant of Footwear Fashions at Hotel Statler, St. Louis— 
November 28, 29, 30, December Ist. 
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Getting a Line on Spring Styles 


ee 


a 





The Cinderellas who will present the forward-looking styles at the St. Louis 
Pageant of Footwear Fashions, and the committee who selected them. The com- 
mittee, from left to right, is composed of O. M. James, Chester More, D. W. 


Tee St. Louis Pageant of Foot- 
wear Fashions, held in St. 
Louis Nov. 28, 29, 30, and Dec. 
1, will enjoy the privilege of exhibit- 
ing to the entire shoe world for the 
first time the spring footwear styles 
as decreed by that arbiter of all 
things feminine, known as “Dame 
Fashion.” 

The success or failure of practi- 
cally every shoe business is based 
on the operator’s ability to success- 
fully select styles for his customer 
requirements. With an ever chang- 
ing style situation, no merchant can 
afford to miss the opportunity of- 
fered by the St. Louis style show, 
where authentic spring footwear 
styles will be presented at least 
thirty to forty days earlier. 

A policy inaugurating a new era 
of shoe merchandising has swept the 
country, gaining many shoe mer- 
chant converts. 

Great going institutions were first 
to adopt it; gradually its success 
matriculated into more stores, and 
now every merchant is asking him- 
self, “Why not my store?” Profit 
and progress are the rewards of- 
fered for the adoption of the plan. 
No longer do periods or months set 
the style pace or its inception. The 
vanity of women and their fashion- 
able whims dictate what, how and 


Martin, F. A. Mahler and Major Levy. 


when a style shall become a vogue. 
When spring millinery blossomed 
forth through the January snows it 
was logical to believe footwear as 
well would trod the path of the 
spring god Pan. And footwear it 
was that found its place in the early 
display of filady’s spring habiliment, 
with smart stores featuring foot- 
w ear in January and squashing the 
sales of sacrifice and dissatisfaction. 

St. Louis, being quick to recognize 
this betterment in merchandising, 
was first to adopt the idea of prome- 
nade presentation of spring styles 
sufficiently early, assuring the mer- 
chant of accurate style and confident 
consumer acceptance which makes 
added profits. 

The style ability of St. Louis shoe 
manufacturers is best evidenced by 
the fact that from the Gold Coast to 
the tiniest hamlet in the hinterland 
and along the Ravishing Rue Fifth 
Avenue, merchants everywhere offer 
to America’s fashionably dressed 
women smart shoes created in the 
style minds of this great market. 

The style pageant itself is sound- 
ly staged with styles—not spectacu- 
lar stunts, but beautiful patterns— 
that will have a definite demand in 
the spring selling. 

There will be three promenades, 
with feminine youth glorified in gor- 


geous costume authentic in style 
and stitch. Beautiful girls selected 
for their abundance of “IT” will lend 
atmospheric brilliance to the foot- 
wear presentation. The charm and 
loveliness can be attested to in the 
statement of O. M. James and Ches- 
ter More, the committee in charge 
of this detail, who said: 


66 E’VE selected 26 girls from 

over 800 candidates. Feet of 
fitting excellence was the principal 
objective of the committee. How- 
ever, this requirement alone was not 
sufficient for a selection. Youth-with 
fascinating facial features was most 
essential, as well as a lithesome fig- 
ure. We've selected types of ravish- 
ing beauty which will vie with the 
contestants of any beauty gathering. 
The training of the mannequins has 
started and progress reported by 
Major Levy, a veteran in this field, 
assures us that the modeling of the 
footwear will be presented with poise 
and practicability.” 

Hotels are rapidly filling and those 
expecting to attend the pageant 
should write immediately to Frank 
A. Mahler, Secretary, St. Louis Shoe 
Manufacturers’ Association, 1709 
Locust Street, who will assist in se- 
curing hotel accommodations. 
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BRIGHTEN UP YOUR STOCK 


with these new up-to-the-minute 


Brown bit 


Patterns in 


Jor Women 


Shoes 


In Stock for Instant Shipment 


T739—‘“‘BROWNDilt”’ 
Women’s Patent Strap, scallop vamp. 
19/8 covered wood spike heel. imitation 
turn, Letty last, AA 4-8, A3%-8, B 3-8, 
Cc 2%-8 $3.25 


D30—*‘BROWNDIiIt”’ 
Women’s Patent Tia, scalloped quarter, 
18/8 covered wood spike heel, imitation 
turn. Mayfair last, AA 4-8, A3%-8, B 
8-8, C 24-8 

D29—Same in black suede 
In stock Nov. 10-20. 

D31—Same in black satin 


CHECK THESE DATES 


D25—‘‘BROWNbilt”’ 
Women’s Black Satin Broad One-Strap, 
silver piping, plain toe, 
wood box heel, imitation 
last, AA4-8, A3%-8, B 3-8 


N21—Same in patent, rose blush piping. 


D26—‘‘BROWNbilt”’ 
Women’s Patent Four-Eyelet Tie, silver 
piping and gunmetal patent trimming, 
13/8 covered wood box heel, imitati 
turn, Betty last, AA 4-8, A3%-8, B 3-8, 
> -8 $3.85 


Lenore 
D23—‘“‘BROWNbilt”’ 
Women’s Black Satin Strap, brocade satin 
quarter, 19/8 covered wood spike h 
imitation Letty last, - 
3%-8, B3-8, C 2%-8 . 
D22——Same in patent, rose blush binding 
$3.85 


Embassy 


TS38—‘‘BROWMDbilt”’ 
Women's Patent Cut Out Tie, gun metal 
* patent trimmed, 19/8 covered wood spike 
heel, imitation turn, Letty last, AA 4-8, 
A3%-8, B 3-8, 02%-8 $3.60 


Wweows Ganoe Gowngaieay, 


Manufacturers 


ST. LOUIS 


U. S. A. 














Boyd-W. 
Brauer 
Brown b 
Capitol 
Central 
Choutea 
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' SHOES THAT SELL 
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"© precagetone in the shoe business is a dangerous practice these days. A bad 
guess may prove very costly. So that you may run your business on knowl- 
edge, not guesses, plan now to attend the 


FOURTH ANNUAL 


St. Louis Pageant of Footwear Fashions 
Nov. 28, 29, 30, Dec. 1—The New Buying Time 


All the leading St. Louis Spring lines as well as all the leading Spring lines from prin- 
cipal markets throughout America will have their first combined showing here. Come 
—compare—feel the pulse of Spring Style Trends—know the style value of your pres- 
ent stock so you can clean it up intelligently AND AT A PROFIT during December. 
Relax—Get off the daily grind—Have some fun—Get pepped up for the holiday Rush. 


The show will be more gorgeous than ever—Beautiful models—Big Time entertainers. 
Come. 


ST. LOUIS SHOE MANUFACTURERS AND WHOLESALERS ASSOCIATION 
—_—__—___—— MEMBERS ——~———— 


Boyd-Welsh Shoe Co. Cunningham Shoe Co. Johnson, Stephens & Shinkle Shoe Co. Peters Shoe Co. 

Brauer Bros. Shoe Co. Endicott-Johnson Corporation W. H. Lampe Shoe Co. Rice-O’Neill Shoe Co. 

Brown Shoe Co. Friedman-Shelby Shee Co. McElroy-Sloan Shoe Co. Roberts, Johnson & Rand Shoe Co. 
Capitol Shoemakers, Inc. Hamilton-Brown Shoe Co. John Meier Shoe Co. Samuels Shoe Co. 

Central Shoe Co. Independent Shoe Mfg. Co. The Moore Shoe Co. Tweedie Footwear Corporation 
Chouteau Shoe Co. Johansen Bros. Shoe Co. Pedigo-Weber Shoe Co. United Shoe Mfg. Co. 


Make Hotel Reservation Now Use This Convenient Blank 
Tn 
| FRANK A. MAHLER, 


Secretary, St. Louis Shoe Manufacturers and Wholesalers Association 
Rooms, 410-11, 1709 Locust Street, St. Louis, Mo. 2-A. 


I will attend the Fourth Annual St. Louis Pageant of Footwear Fashions 
Reserve Hotel Room for me beginning with Night. 











Reserve Room—{ | single [ ] double—at $ per day 
ne Bore COMMITTEE WILL MAKE BEST POSSIBLE RESERVATION AT RATE 
INDICAT 


se me ee 
See ee eee eee ae eee eee eee 
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To make a “Smart Boot Smarter” 


“«SPURETTE MILITAIRE” 














The Season’s 
Ornamental Nov- 
elty to give the 
Smart Military 
effect to your 


“BOOTS” 


The OFFICERS 
SPURS in orna- 
mental Design. 





Made in 


ALL PATENT LEATHER 
ALL RED KID 
ALL SANDALWOOD CALF 
TAN PIGOAT AND PATENT LEATHER 
RED KID AND PATENT LEATHER 
TAN REPTILE PATENT LEATHER 


Price Per Doz. Pair $9.00 


“Immediate Delivery” 


Abe Manheimer & Co., Inc. 


Cook Avenue at Taylor ST. LOUIS, MO. 





































“Over Fifty Years of Service” 


Insurance Policies 
and Parachutes 


When the crisis comes and the aviator 
must trust his fate to a parachute, he is 


vitally concerned as to whether that para- 
chute is large enough to support his 


weight, whether it will open properly, 
whether it will bear him safely again to 
earth. 

Insurance policies are like parachutes. 
When the emergency comes, the policy 
holder wants to know that his insurance 
will function, that it is large enough to 
carry the load, that it will not split under 
the strain, that it will carry him to a safe 
landing. 


Central Policies 


Central Policies provide the soundest 
kind of insurance protection. Beginning 
with expert counsel in fire prevention, 
they safeguard the interests of the policy 
holder by fair adjustment of claims and 
prompt settlement for losses. Ample re- 
sources and the reputation of the com- 
pany behind the policies give assurance 
that they will not fail. 


Premium Cost 


Quality of protection assured, the final 
consideration is cost. Our careful selec- 
tion of risks has so reduced our fire losses 
that we are returning to our policy hold- 
ers a dividend of 30%, thus effecting a 
saving of nearly one-third in their insur- 
ance cost. 

The careful buyer is certain to be 

interested in both the quality and 

the cost of Central Insurance. Full 

information on request. 


owe” 0 CFE ITR ‘ I ‘bigew” 


Manufacturers Mutual Insurance Company 
of Van Wert. Ohio. 


Fire and Automobile Insurance for Select Risks 
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“She walks in beauty,” 


INEZ 
ANOTHER EXCLUSIVE BRAUER 
CREATION. 


A DAINTY STRAP NUMBER 
THAT WILL STIMULATE THE 
WINTER SEASON’S BUSINESS. 


MADE ON ORDER—FOUR 
WEEKS DELIVERY. 


BRAUER BROS. SHOE.G. 


SAINT LOUIS, U. S. A. 
FASHIONERS OF WOMEN’S NOVELTY SHOES 














The Brunswick design, of 
which this Pedestal is repre- 
sentative, is a popular style. 
Substantially built of circas- 
sian walnut, with gold 
stripes. 


This is the day of specialists. Goodwin is the shoe 
store and shoe fixture specialist. Because he builds 
more complete shoe stores than any other manufac- 
turer, he is close to the problems of store design and 
shoe display. 


The shoe stores Goodwin installs, the shoe fixtures 


IYI SDSL SSL LSS wn TSI Se = 


No. 516—Brunswick 
Double Pedestal 
Top—9” x 18”—10” 
high 
Price $7.00 


he builds, bear the mark of the expert. Fixture 
price list on request. 


C. L. GOODWIN & CO., Inc. 


Shoe Store Fixtures 
Store Designers and Store Builders 


WORCESTER, MASS. 
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The lines of 
representative shoe manufacturers 
are the most convincing 
endorsement of 


DARBROOK SHOE SATINS 


and 


STYLED SHOE FABRICS \ 








GP IP 


SCHWARZENBACH, HUBER & CO. 
462-478 Fourth Avenue 
New York 


Represented by: 
W. A. Gattup—Cincinnati, Ohio T. F. Lzeary—Boston, Massachusetts 


Henry & McGacuey—St. Louis, Missouri 
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alf the well-to-d 
theater-goers know 


Consider the prosperous people who sit in the better theatre seats. 
Look down the center aisle. All those well-groomed women 
on your left are reached by the national advertising of Wil- 


bur Coon Shoes. 


And they respond to the advertising. Very probably we 
could show you letters from your own customers asking 
for our booklet “Why Most Shoes Don’t Fit.” 
These women write: “It’s such good news 
that I can get shoes that really fit me. 

What stores sell your shoes here?” 

And a Wilbur Coon dealer has 
probably made another new 
customer. 





Wilbur Coon 
Shoes come in sizes 1 
to 12, AAAA to EEEEE— 
some 100,000 pairs always in stock 
for immediate delivery — developed over 
special measurement lasts that yield a remarkable 
fit and bring customers back— retailing at $8 to $11 
with a generous profit for you—and no losses on mark 
downs. Write for full facts on greater profits. 


Reg. U. S. Pat. Off. 


37 Canal Street Rochester, N. Y. 
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NATIONAL Secretary T. A. Delany 
recently received an_ invitation 
from George M. Spangler, director of 
the National Shoe Retailers’ Associ- 


- ation, to attend the N. S. R. A. Style 


Conference, and to notify the members 
of the N. S. T. A. Style Committee, to 
attend this conference, which will be 
held at the Hotel Astor, New York, on 
Monday, Oct. 31, and to listen to the 
N. S. R. A. style forecasts, “as it is 
here,” reads the invitation, “that the 
real style forecasts are made. The N. 
S. R. A. style conference precedes that 
of the Joint Styles Committee. 


RANK B. 

KING, chair- 
man of the N. S. 
T. A. Style Com- 
mittee, will give 
the report for 
the National 
Shoe Travelers’ 
Association at 
the joint styles 
conference of the 
allied trades, to 
be held at the 
ee Astor, ech 
3. mong those 

wien duatierene National mem- 
bers reporting to Mr. King on men’s 
styles will be—Dave Davis of Chicago; 
J. Frank Crehan, and George Dyer; 
on women’s, P. J. Watson and William 
K. Harrison; on children’s shoes, 
Harris Barnes. National Secretary T. 
A. Delany is also secretary of the N. 
S. T. A. Style Committee. 


HARLES W. 

MORRILL, 
president of the 
N. S. T. A., and 
representative of 
the Durand Shoe 
Co. to the big buy- 
ers of the country, 
recently attended 
“A Good-Will” din- 
ner tendered to 
Edwin E. Durand, 
president and 
treasurer of the 
Durand Shoe Co., 
Richmond, Me. 
This complimen- 
tary banquet was given by the busi- 
ness men and citizens of Richmond. 
Every line of business in the town was 
represented at this party, showing a 
splendid community spirit. The dining 
room of the Richmond Hotel was elabo- 
rately decorated, and a delightful menu 
served. An orchestra furnished a fine 
musical program; there was also an 
interesting program of talks. The 
guest of honor, E. E. Durand, ex- 
pressed his appreciation for this ex- 
pressign 6f good fellowshin and out- 
ined his ideals in the building up of a 


Charles W. Morrill 
N. S. T. A. President 


By HELEN M. HANEY 


successful business for the benefit of 
the whole community, not only for the 
present, but for the future prosperity 
of the town and its people. 


RANK McLAUGHLIN, who for 

many years represented Kozak & 
McLaughlin, Inc., in the Middle West 
and Texas, now represents Kurz & 
Lapidus, Inc. of Brooklyn, and will 
cover the same territory as that which 
he “made” for his former affiliation. 





REDUCED RAILROAD RATES 
TO CHICAGO CONVENTION 


The 17th annual convention of 
the National Shoe Travelers’ As- 
sociation will be held in Chicago, 
Jan. 7, 8, and 9, 1928, instead of 
at Indianapolis, as originally 
planned. The place of “get-to- 
gether” will be the Hotel Stevens. 
At the 1927 “meet,” the Indian- 
apolis Shoe Travelers Association 
graciously extended an invitation 
to the National to hold its con- 
vention in the big city of “The 
Hoosier State” and this invita- 
tion was accepted with apprecia- 
tion by the National. Recently, 
the Chicago Shoe Travelers’ As- 
sociation has been urging the Na- 
tional to hold its convention in 
Chicago, and therefore the In- 
diana Shoe Travelers, realizing 
the inconvenience, as well as the 
loss of time, and the expense 
which would be incurred by 
those representatives of houses 
who would have to make another 
journey to the N. S. R. A. con- 
vention in Chicago, submitted the 
matter for arbitration to Na- 
tional President Charles W. Mor- 
rill, who has designated Chicago 
as the place for holding the 1928 
N. S. T. A. Convention. The 
meeting of the board of gov- 
ernors will be held on Jan. 7; 
and a meeting of the delegates 
and directors will be held on 
Jan. 8; the business session will 
be called for the morning of Jan. 
9, and these sessions will continue 
until all the business is com- 
pleted. The holding of the N. S. 
T. A. convention in Chicago will 
enable members to attend, not 
only their own convention. but 
to partake in the activities of the 
N. S. R. A. “meet,” including the 
joint banauet. 

Reduced railroad rates to Chi- 
cago will be aranted to all mem- 
bers of the N. S. T. A.. in con- 
nection with the bia N.S. T. A.- 
N.S. R. A. “meets” the dates of 
the latter being Jan. 9-12. 
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Who’s Who on the Road 


N.S. T. A. 1928 “Meet” Will Be Held at Chicago, 
January 7, 8 and 9 


IMMIE GORMAN, who is now pro- 

moting the entire Cantilever Cor- 
poration’s line of men’s, women’s and 
children’s shoes, has been covering sec- 
tions of the country for the past four 
weeks. He writes to the RECORDER 
from Grand Rapids, Mich., that he ex- 
pects the next two months’ business to 
be very good. He says that weather 
conditions in Michigan and vicinity 
have been peculiar—with cold, rain, 
high winds and then back to hot again. 
“However,” adds Jimmie, “it’s not 
weather reports—it’s orders we want.” 


ILLIAM  P. 

HENNESSY, 
of Cincinnati, for- , 
merly connected 
with the P. Sulli- 
van Shoe Co. for 
many years, re- 
cently joined the 
sales force of the 
Riesenberger, Wolf 
& Peck Co., Cincin- 
nati. Mr. Hennessy 
sy will cover Ohio 
and will look after 
all of the City of 
Cincinnati _ trade. 
Mr. Hennessy has an extensive ac- 
quaintance throughout his territory. 
He will make Cincinnati his headquar- 
ters. 


Wm. P. Hennessy 


IDNEY HORO- 

WITZ is one of 
the active junior 
members of the 
Philadelphia Shoe 
Travelers’ Associ- 
ation. He _ repre- 
sents the Marion 
Shoe Co. in East- 
ern Pennsylvania, 
New Jersey, Dela- 
ware, and Mary- 
land. Mr. Horo- 
witz entered the 
employ of the Ma- 
rion Shoe Co. four 
years ago, having previously been en- 
gaged in retail shoe store work. His 
connection with the Marion Shoe Co. 
is the first and only position he has 
held as a traveling shoe salesman, and 
that he has “made good” in this field 
is evidenced by the fact that he started 
at the end of the list, and for the past 
two years, his name has always been 
found among the first four on the list 
of leaders. Mr. Horowitz has attained 
his high standing through hard and 
conscientious work. 


Sidney Horowitz 


ULES HOFFMAN recently joined 

the salesforce of the Samuels Shoe 
Co. of St. Louis, and is now coyering 
Wisconsin and the City of Chicago with 
the “Mirror-of-Fashion” line. 
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MINOR'S 
IN STOCK SERVICE 












Pac 










Pac At ens eg aarti ov Sap 





BETSY PHOEBE TECLA 
No. 888 Am. Al. Cf. $5.25 No. 5054 Patent $5.15 


Jo. . Al. Cf. $4.65 
No. 887 Am. Al. Cf. $4 Moire Calf Quarter 








JANEY 5 

No. 886 Am. Al. Cf. $4.65 No. 5037 Patent = $4.35 
(Leather Heel) No. 409 Sdl. Bn. Cf. $4.35 
(Leather Heels) 
No. 241 Black Suede $5.50 AVIS 

TECLA (Zephyrwelt) No. 5048 
No. 240 Black Suede $5.50 SELMA No. 5056 Patent $5.00 ” Patent 00 
No. 752 Black Kid $5.00 No. 242 Black Suede $5.50 (Littleway) 
No. 5055 Patent $4.50 Calcutta Lizard Trim 


(Leather Heel) 





Na ~“ VIOLA 
PRINCESS CELIA MIMI (Littleway) 
(Littleway ) 4 Littleway (Littleway) No. 165 Satin $5.00 

No. 5017 Patent $5.25 No. 5019 Patent $5.00 No. 5006 Patent $5.00 Beaded Button Ornament 

No. 159 Satin $5.25 No. 160 Satin $5.00 No.164 Satin $5.00 

Imported enamel buckle Slide Fastener 


Buckle, Jet and Steel 
Beads 





CAMPUS TIE 
No. 5027 Patent $4.50 ALTA AVIS MATILDA 
No. 497 Sdl. Bn. Cf. $4.50 No. 5022 Patent $4.50 No. 5047 Pat. Vamp,$4.65 No. 5030 Patent $4.50 
Everglade trim to match No. 741 Black Kid $4.50 Moire Calf Quarter No. 745 Black Kid $4.50 
(Leather Heels) (Leather Heels) (Leather Heels) (Leather Heels) 





P\V- MINOR O.SON /nc 


i RBATAVIA'N-Y 
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6¢(QUSINESS 

is always 
good, if you give 
tnem the right 
merchandise, at 
the right price,” 
said recently 
George Price, 
known as “The 
Mayor of Lincoln 
Street,” Boston, 
who has sold the 
Al. A. Rosenbush 
& Co. line, the 
country over, for 
the past quarter 
of a century. Mr. Price recently cele- 
brated his 75th anniversary by adding 
more sales to his order books. “But 
now,” he says, “instead of my traveling 
long distances to see them, they come 
right here to 154 Lincoln Street to see 
me.” Mr. Price was born and raised 
in San Francisco and at one time made 
his home in Phoenix, Ariz. When a 
young man, he came to Boston, and 
went to work for his father, Benjamin 
Price, who for 40 years conducted .a 
wholesale shoe business at the corner 
of Bedford and Lincoln Streets. Mr. 
Price’s former shoe trade activities 
have necessitated his visiting, not only 
America, but foreign countries. His 
territory now consists entirely of do- 
mestic trade. 





George Price 


HOMAS H. FALLWELL of Farm- 

ville, Va., has recently joined the 
sales force of the Hamilton-Brown 
Shoe Co., and is now covering the east- 
ern section of “The Old Dominion 
State,” with Richmond as a central 
point. Mr. Fallwell has had twenty 
years of acquaintance with the trade 
in this “neck-o’-the-woods,” which he 
covered for the past twelve years for 
the Geo. D. Witt Shoe Co., and for 
eight years prior to that connection, 
he represented the Beasley Shoe Co., 
always traveling this territory, where 
he has long been known as “one of the 
big men.” He will make his head- 
aaa at his home-town of Farm- 
ville. 


P. MARSTON, who covers Ohio 
@¢ and West Virginia, for Brauer 
Bros. Shoe Co., St. Louis, is the first 
prize winner of $100 in the recent Au- 
gust sales contest of this house. Mr. 
Marston’s record was an increase of 30 
per cent in orders written and approxi- 
mately 15 per cent in new accounts’ 
over those of the same month of last 
year; the second prize of $50 was 
awarded to R. T. Sorenson, who covers 
Minnesota, North and South Dakota; 
the third prize of $25 was awarded to 
Frank M. Green, who covers Iowa and 
Nebraska. Fifteen salesmen entered 
the campaign, under the direction of 
Salesmanager Joe Gordon. The results 
of this business drive were largely re- 
snonsible for the substantial gain in 
the August sales of this firm. 


HARLES D. GRIFFITH recently 

joined the salesforce of Mrs. A. R. 
King and covers the Pacific Coast for 
this house. Mr. Griffith has an exten- 
sive acquaintance on the Western 
Coast. He has been connected with 
shoe industry for many years, at one 
time representing a former Brooklyn 
cae” of children’s high-grade 
shoes. 








THE PROFESSION OF SALES- 
MAN REQUIRES STUDY 


(From the Mayer Merchandiser) 


Salesmanship is one of the 
greatest professions we have to- 
day. The profession of a travel- 
ing shoe salesman requires long 
and careful study. There are so 
many angles to this profession. 
It is necessary that a shoe sales- 
man have a thorough knowledge 
of his product, namely: construc- 
tion, materials, prices; how best 
to combine materials, the blend- 
ing of colors, important changes 
in style lines and curves. He 
must be able at all times to in- 
telligently answer any and all 
questions that may be asked 
about his line. He must be a 
student of modern shoe store 
merchandising. He must know 
trade conditions and style trends. 
He must know better than his 
prospective customer where his 
line fits best into the customer’s 
merchandising plant. He must 
know the fundamentals of the 
art of selling, approach, presen- 
tation and closing the sale. It 
is just as important that a sales- 
man study daily each salesman- 
ship case, individually, as it is 
for a doctor, or a lawyer, to 
study the needs of his patient, or 
of his client. Every case in 
salesmanship presents just a 
little different angle. 








“Vision sees through a problem; grit 
sees it through.” 








TO A PAIR OF OLD SHOES 
By I. Boyp 


(Sent in by Tom Daly of Chicago, 

who represents John Ebberts Shoe 

Co., in a wide stretch of Western 
territory.) 


Poor little lonely, cast-off silver 
shoes! 

You used to dance with such a 
lightsome tread, 

And now you are too worn an 
old to use, ° 

And she who danced has been a 
long time dead. 


Oh, shoes! do you remember that 
first night? 

For me, upon the years it shines 
apart— 

That night I met her; and with 
feet so light 

She danced a careless way into 
my heart. 


She wore a frock more blue than 
April skies, 

With silver shoes upon the little 
f 


ee 

That danced as lightly as a 
swallow flies, 

And gracefully as wind along the 
wheat. 


I sometimes wonder if where she 
has gone 

The little restless feet go danc- 
ing on? 
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OSEPH L. JEL- 

LERSON, vet- 
eran shoe _ sales- 
man, with office at 
139 Lincoln Street, 
Boston, recently 
celebrated his 
seventy-fifth birth- 
day. Mr. Jellerson 
represents the 
Fred W. Bartlett 
Shoe Co. of Bev- 
erly, Mass., as well 
as Wright Bros., 
Marblehead, Mass. 
Mr. Jellerson is 
actively at work every day and has 
been connected with the shoe business 
ever since he was 18 years old. Mr. 
Jellerson became a member of the in- 
dustry by chance, rather than long 
planning, for his father was a master 
mariner, and Joe had shipped before 
the mast with his father when a lad 
of 16. He had been promised the 
captaincy of the boat when he was 21, 
but after two years, and some very 
stormy voyages, Joe quit the sea; two 
days later the ship sailed with Mr. Jel- 
lerson Senior on board and was never 
heard from again. Joe first learned the 
shoe business with the old firm of Wil- 
liam A. Shaw of South Weymouth, 
making boots from wax calf and veals; 
these boots were machine pegged. He 
later worked in New York for a firm of 
shoe auctioneers; he then traveled for 
an East Weymouth concern, and later 
bought an interest in the E. & A. 
Mudge Shoe Co. of Danvers and 
Springvale, Me.; later still, he acted as 
selling agent for the shoe department 
of the Massachusetts State Prison. He 
then joined the Fred W. Bartlett or- 
ganization, with which concern he is 
at the present time connected. 





Joe Jellerson 


HE shoe traveler winners of the 

various sales contests, for the past 
season, recently announced by the M. 
N. Arnold Shoe Co., at its latest con- 
vention and the prizes awarded, are 
as follows: largest percent of quota, 
L. L. Fitch; largest per cent in sales 
increase, A. V. Rooney; Class A men, 
W. J. Lovejoy, A. V. Rooney, R. P. 
Jones, C. N. Fitch, W. L. Goodwillie. 
This is the line-up of the salesmen, now 
in their territories: C. N. Fitch, Kan- 
sas, Oklahoma and Texas; T. G. Fitch, 
Missouri; F. G. Deitsch, Virginia and 
West Virginia; L. L. Fitch, Iowa, Neb- 
raska and South Dakota; P. L. Pontius, 
Ohio; W. J. Lovejoy, New England; 
R. P. Jones, Indiana and Michigan; A. 
V. Rooney, New York City; E. S. 
Bearce, Pennsylvania; Dwight C. 
Arnold, Illinois and Wisconsin; Stan- 
ley Keene, North and South Carolina. 


ALTER C. LUTMAN, who has 

been covering Nebraska and Kan- 
sas, for Boyd-Welsh Shoe Co. for 
several seasons, has_ recently had 
Colorado and Wyoming added to his 
territory and will now cover all four 
States for this house. 


W. HOOPER, who _ formerly 

* traveled the South for I. Gross- 

man, Inc., has recently joined the Boyd- 

Welsh Shoe Co.’s salesforce. He is 

now ‘covering Louisiana, Mississippi 

and Alabama, and a portion of Ten- 
nessee. 





his 
tailored 
protection~ 


adds a 
smart touch 
to your 
costume 














Snap Fastener 
Gaytees open wide so that your foot slips 
in or out with utmost ease. They close with 
an adjustable ankle-snapper cleverly 
hidden by a chic turnover cuff 
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Kwik Glide Fastener 


fastener to be had 

















OLORS to match your costume— 
tans, grays and a variety of other 
fashionable shades! Fabrics— ribbed, 
plain and novelty weaves! Thoroughly 
waterproofed. 

Fast-dyed linings that cannot discolor 
your stockings. Smart tailored lines! 
Weigh so little they will never tire 
your feet. In Gaytees you can triumph 
smartly over rain and slush and cold! 

You have the full protection of a 
completely waterproofed overshoe and 
a chic accessory of your costume. No 
elumsy buckles — no fastenings any- 
where visible to mar the shapely line 
over your instep. The ankle-snapper, 
demurely hidden by a clever turnover 
cuff is adjustable. 

Gaytees are sold in good stores every- 
where, in all sizes for women and girls. 
They are not Gaytees unless they bear 

e Gaytees trade mark. 


Gaytees 


Made only by United States Rubber Company »<é-- 


of every style of rubbers and arctics for men, women and children 


Note: This is one of a series of advertisements now appearing in the Gaytees nation wide campaign 


October 22, 1927 


Gaytees are made with the special kwik 
fastener for those who prefer that style— 
the sturdiest, smoothest-working slide- 


Along the Avenue, Gaytees in colors 
that harmonize with smart costumes 
protect fashionable feet from rain 
and cold as well as slush and snow 
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your new overshoes to the 

public. A great majority 
of the retail shoe merchants in 
sections of the country which 
are visited the most frequently 
by winter’s heavy weather 
have already received from the 
factories and warehouses from 
60 per cent to 85 per cent of 
their galoshes, and are plan- 
ning to do a big business on 
these numbers before spring. 
“Instead of keeping all of the 
new numbers in the stock room 
until the first snow flakes fall, 
it might be well,” says a good 
rubber shoe. merchandiser, . “to 
take a few gaiters out of the 
boxes and place them in one 


E is not too early to show 








fancy cuff and close-fitting front. 
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None Too Early to Show Gaiters 


The Next Five Months Is Overshoe Selling Time 








One of the practical novelty gaiters, with 


made by the Goodyear Rubber Company 





of the windows of the store.” 

The football season will soon 

be “on,” when overshoes will be in 
demand by the ladies to protect their 
chiffon stockinged: limbs from cold 
and soiling. Thanksgiving Day is 
only a few weeks ahead, and then 
commences winter in earnest, with 
its busy program of outdoor sports 
which call for overshoe wearing. 


HEN your new overshoes are 

first called to the attention of 
your trade, by means of an attrac- 
tive trim, it is a good idea to appeal 
first to the college or high school 
girl. Tie up your overshoe trim 
with the colors of the local school, 
or with the colors of the favorite 
local football team. An artistic card, 
displayed between two different 
styles of overshoes, might read: 
“Overshoes Are the Correct Thing 
in Smart Footwear Protection. 
Overshoes Keep Your Delicate Ho- 
siery Clean and Protect and Slender- 
ize Your Ankles.” Show the colored 
linings of your new overshoes. The 
eternal feminine buys her costume 
from top to toe by a consideration of 
inside as well as outside decoration, 
and it satisfies her inborn craving 
for color to be able to buy an over- 
shoe that, although carrying a black 
or brown upper, has a sparkle of the 
spectrum somewhere in its “make- 
up.” A successful retail shoe mer- 
chant, who devotes one-tenth of his 
stock to rubber footwear, including 
tennis, says: “You can’t get stuck 
on colored linings.” 


NOTHER good idea for advance 

overshoe display is to put a pair 
of men’s overshoes in your men’s 
shoe window and a pair of women’s 
overshoes in your women’s shoe 
window; if you carry children’s 
shoes, include also a pair of chil- 
dren’s overshoes, and above each 
pair of overshoes place a sign read- 
ing: “First Aids to Winter Comfort. 
These New Galoshes Will Insure 
Your Protection Against Colds and 





SERVICE CHARGE ON 
RETURNS 


On recommendation of the 
Footwear Division of the Rub- 
ber Association of America, a 
new policy of a service charge 
on returned goods has been 
developed. This policy has 
been indorsed by individual 
members. The Footwear Di- 
vision is of the opinion that 
it would be inequitable for the 
manufacturer to assess a ser- 
vice charge on returned goods 
which were sent to the dealer 
through error on the part of 
the manufacturer, but it 
strongly recommends § strict 
adherence to the requirement 
that a written order for the 
return of goods must be 
issued by the manufacturer 
regardless of the circum- — 
stances. i 











This its 






Storms. You Need Them in 
Your Winter Footwear Ward- 
robe.” Still another window 
card might read: “Who Said 
We Are Not Going to Have a 
Regular Winter? If Snows 
and Cold Rains Should Come 


Tomorrow, You Would Need 
These Galoshes. Better Buy 
"Em While We Have Your 
Size!’’ 


IVE months in the year in 

Northern climes are gener- 
ally classified as “Good Gaiter 
Selling Time.” One of the 
leading merchants in western 
New York, doing a $400,000 
shoe business, usually com- 
mences to push his galoshes 
about the middle of October— 
sometimes a little earlier, 
sometimes a little later—depending 
upon the weather. He carries a 
$7,000 rubber stock, on which he 
does a $29,000 business. He takes 
about a 33 per cent mark-up and 
achieves a_three-times’ turnover. 
He uses reasonable anticipation in 
buying his stock, and as a result 
does a continuous and reasonable 
business. He has found that he re- 
ceives good service because he or- 
ders ahead, and he also believes that 
he cannot wait “until the last min- 
ute” and get just what he wants in 
the way of patterrfs and sizes. 





ACH rubber shoe manufacturer, 

as has before been explained, 
must plan for this intensive five 
months’ overshoe and heavier rub- 
ber selling in advance. In the days 
of 1920, and back before that, to 
the days of the 1880’s, rubber shoe 
manufacturers booked at least 25 
per cent of their overshoe orders in 
January, immediately following the 
announcements of the new rubber 
price lists. Rubber companies were 
thus assured of enough business on 
gaiters for the next fall and winter 
to keep the wheels of their factories 
busily turning. Their worries were 
confined chiefly to the correct heels 
and lasts of overshoes to correspond 
with the varying changes in leather 
shoe heels and lasts, but the thought 
of “distinctive” or unique patterns, 
or color, had not been introduced 
into the galosh problem. These were 
in the day of long skirts. 
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It’s Results That Count! 


are the greatest appliance ever perfected for the correction of fallen 
arches and the relief of tired aching feet. 





TRADE MARK REG. 


They are also the greatest item for profit and turnover ever offered to the shoe trade. 


, \ 








oY 


~~ results obtained by such 
athletes as Vincent Richards, 
non athletes as George 
Dougherty, author an d 
Criminologist, “K nu t e” 
Rockne, Athletic Director, 
as applied to foot relief and 
prevention of permanent 
and serious foot troubles, 


The way shoe merchants 
are doubling their sales by 
selling a pair of ARCH- 
LETS with each pair of 
non-corrective shoes; saving 
space, overhead and count- 
less fitting and adjustments; 
is making ARCHLETS the 
fastest selling item of to- 





























are truly amazing. day. 
& . - - and after all it’s RESULTS . se . 
____ romped ogee 
The ANKLARCH CO. 
119 South Limestone St. Incorporated LEXINGTON, KENTUCKY 

















Fundamental Facts of 
Shoe Manufacture : 


It is never too late to review what we know about the way dif- 
ferent kinds of shoes are made—and what purposes are best served 
by each kind. Here is an inexpensive little booklet— 


HOW SHOES ARE MADE 


which tells you everything you will want to know about the welt, 
turn, McKay and stitchdown processes. A. good thing to have 
round the store—particularly valuable for the new salesman when 
he starts on the job Monday morning. The price is low— 





Only 25 Cents 
(Cash with Orders ) 


BOOT AND SHOE RECORDER PUBLISHING CO. 
207 South Street Boston, Mass. | 
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Success to the Manufacturer— 
Profit to the Retailer 


The UNION STAMP in 
EVERY SHOE 


O you realize the story of the Union Stamp is being spread among hundreds of 
thousands of trade unionists this year through their own labor press, assuring 
the patronage of Union men and their families and friends for retailers who carry 


Union Stamp shoes? 

Trade Unionists and their thousands of friends, throughout the country, look 
for the Union Stamp and refuse to accept as Union made shoes, footwear not bearing 
that stamp. 


You cannot expect Trade Unionists to accept the dealer’s word that the shoes 
are Union made and you are losing their business unless you carry the Union Stamp 


on the sole, innersole or lining. 


The UNION STAMP Should be in Every Shoe 


An indistinct impression resembling 
our Union Stamp ts likely 
to be a counterfeit. 


BOOT & SHOE WORKERS’ UNION 
246 SUMMER STREET BOSTON, MASS. 
Affiliated with the American Federation of Labor 


COLLIS LOVELY CHARLES L. BAINE 


General President General Sec’y-Treas. 
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“CLARE” 
22/8 Heel “ALFA” 


nec Sa 


R-265-—Black Suede ....85.00 
R-573—Black Satin ..... 4. 
R-572—Patent Leather.. 
R-61S—Black Velvet .... 4 
R-224—White Satin .... 
R-266—Brown Velvet 4.25 
R-279—Black Moire ‘Cloth 4. 2. 
R-289—Silver Kid 6.00 


“CLARE” 
Cuban and Spanish Heels 


meen) es Satin (15/8 
Jub: 


7a ) 

R-226—White Satin (15/8 
Spanish) 

R-285—Silver Kid (15/8 
Spanish) 


R-210—Black Velvet with 
Black Satin Strap and 


THE MENIHAN COMPANY 


SHOEMAKERS FOR WOM.IN 


Pittsburgh Office: 
Henry Hotel 


and other up-to-date 


materials 


IN STOCK 








Terms 
Net 30 Days 








Twenty-five cents additional 


for orders of less than 
three pairs 


R-280—Black Suede (Cu- 
ban Heel) $5.4 
R- nee Calf (Cuban 
Heel) 4.5 


R-774--Patent (Cuban 
Heel) 4 

R-662—Brown Alligator 
Calf (Cuban Heel) 5 

ee (Spike 


“DUCE” 
Cuban and Louis Heels 


R-GS2—Patent (Cuban 

Heel) 4.5 
R-218S—Brown Alligator 

Calf, (Cuban Heel).... 5.00 
R-GSO—Patent (Louis 

Heel) 4 


R-208—Black Velvet with 
Black Braid Trim.......84.7 


New England Office: 
Draper Hotel 
Northampton, Mass. 





W. A. BARNEY Rochester, N. Y., U. S. A. ELLIOTT LA MONTAGNE 


New York Office: 846 Marbridge Bidg. San Francisco Office: Plaza Hotel 
B. W. MOYLAN H. S..KUSHINS 


fice: 1599 Union Trust Bidg. Los Angeles Office: 107 Boat | Sth Street 
ees %y F. JENKS “ Cc. E. VanDEGRIF 


Chicago Office: Majestic Hotel Detroit Office: Book orl Hotel 
F. J. SATEK H. P. CALVEY 


Makers of Menihan Arch-Aid Shoe. 
Write for Agency Proposition. 


Send for Catalogue of Other Styles in Stock 
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Texas-Oklahoma Convention Set 


for January 23-25, at Dallas 


Attendance of at Least 2500 
Expected; Cinderella 
Contest and Style Show 
Are Planned 


Datxuas, Tex. (UTPS)—The Texas 
Retail Shoe Dealers Association, The 
Oklahoma Retail Shoe Dealers Associa- 
tion and the Southwestern Shoe Trav- 
elers Association, will hold their annual 
conventions in Dallas on Jan. 23, 24 
and 25. This was decided at a meet- 
ing of the executive committees of the 
organizations here last week. 

It was said at least 2500 shoe dealers 





and shoe travelers from the districts 
represented will attend the coming | 
meeting. One of the features of the 
convention will be a shoe style show | 
at which the manufacturers and jobbers 
will exhibit the latest things in foot- | 
wear and probably some of the things | 
which may be expected to be the vogue | 
later in the year. It is understood the | 
shoe men will stage another hunt for | 
Cinderella and that if she is found | 
she will be able to wear the best and | 
the latest in shoes and hosiery for some 
time without cost. 

The quest for Cinderella staged by | 
the Texas and Oklahoma Shoe men last | 
year is said to have stimulated a great | 
interest in the convention and also in 
the newest vogue in shoes. The style 
shoe was connected with the Cinderella 
hunt and the two developed a very 
keen interest among the women of the 
city. 

As an indication of what nature and 
extent of displays may be expected at 
the coming convention it was said re- 
quests for exhibit and display space 
are already coming in. One St. Louis 
firm has asked for forty rooms. 

A committee consisting of Edward 
Easton and Herbert Carpenter has been 
appointed to attend the convention of 
‘the shoe dealers at St. Louis in Novem- 
ber and extend an invitation to ex- 
hibitors there to have exhibits at the 
Dallas show. 

Edward Easton is president of the 
Dallas Shoe Retailers Association, the 
organization which has arrangements 
for the joint convention in hand. L. H. 
Graves and J. G. Sanders are vice- 
presidents and John F. Willis is secre- 
tary. Mr. Saunders has been made 
chairman of the hotel committee for 
the coming convention and Fred A. 
Brown has been named chairman of the 
finance committee. O. S. Boggess was 
+ meme treasurer for the conven- 
ion. 





The joint conventions of the Texas 
and the Oklahoma Shoe Dealers Asso- 


ciations and the Southwest Shoe Trav- 
elers was held in Dallas last year. 
This convention brought some 2000 shoe 
men together for the discussion of 
styles and the problems of the shoe 
dealers. The interest stimulated by 
the joint conventions brought shoe 
dealers here from Louisiana and New 
Mexico. This year those in charge of 
the arrangements say the attendance 
will be much greater. 

The local committees are already 
mapping out plans for entertaining the 
visiting shoe men. It is expected all 
details of the convention will be com- 
pleted and the program published be- 
fore Christmas. The Dallas and Okla- 
homa City members of the associations 
are now shelling the woods with per- 
sonal! letters telling shoe dealers in all 
sections of the States why they cannot 
afford to miss the Dallas convention. 


Tidewater Shoe Men 
Discuss Leather Advances 


Norrork, VA. (UTPS) 
of the Tidewater Retail Shoe Mer- 
chants’ Association met in regular 
monthly session at Joseph F. Jones & 
Co.’s store, 139 Church Street, Nor- 
folk, Va., and transacted business of 
importance. The members held a gen- 
eral discussion of several topics that 
have arisen since their last meeting. 
During the course of the business pro- 
gram Augustus Nagle, of S. J. Thomas 
& Co., read a paper on “Increased Cost 
of Leather.” 

The association is composed of prom- 
inent shoe merchants of Tidewater sec- 
tion, including Norfolk, Portsmouth, 
Newport News, Suffolk and Hampton, 
and is headed by a Norfolk man, O. L. 
Bonney, of the Walk-Over shoe store, 
who presided at the largely attended 
meeting. At the conclusion of the busi- 
ness program the members decided to 
accept the invitation of J. J. Madden 
of the Wagner Shoe store, to meet there 
next month. 


Members 


Frank Is Bon Marche Buyer 


LowELL, Mass.—James S. Frank, 
formerly assistant buyer and manager 
for the Gilchrist Co.’s women’s shoe 
department, is now buyer and manager 
of the men’s, women’s and children’s 
shoe department of The Bon Marche 
Dry Goods Co., here. Mr. Frank an- 
nounces that he will sell medium and 
high-grade footwear, putting -special 
effort into style merchandise. He also 


“states that He-will build strongly for 


his cancern by giving the public qual- 
ity, style, and service. 





Sacramento Shoe Men 
Planning Footwear Show 


SACRAMENTO, CAL. (UTPS)—So suc- 
cessful was the last united shoe open- 
ing that the shoe dealers of Sacra- 
mento are planning a Fall footwear 
shoe. All the retail stores of the city 
are participating in the event which is 
modeled after the united seasonable 
openings carried on by all the retail 
houses in this city. 

Lou Brayton, member of the shoe 
division of the Retail Merchants As- 
sociation, and one of the leaders in 
sponsoring the united fall show, said 
there is a great opportunity for such an 
affair in Sacramento and predicted the 
shoe opening will be even more success- 
ful than the first one held. 

“There is no doubt Sacramento is 
the style center of northern Califor- 
nia,” said Mr. Brayton. “Neither is 
there any question that shoes and 
hosiery jointly are most important in- 
dividual items in a person’s apparel 
today.” 


Dayton Shoe Club Elects 


Dayton, OH10 — The Dayton Shoe 
Retailers Club, which has been in 
existence.for the past five years, held 
its annual election on Oct. 12, at a 
dinner at Sunnyview Inn. 

New officers elected were: 

President, Henry Hageman; vice- 
president, Allen Thirkield; treasurer, 
John Schoenhals, and secretary, Gregg 
A. Spraley. 

Directors elected were: Jack 
Schaffer, Louis Miller, H. L. Pepple, 
Harry Buck, Paul Johnson and H. I. 
Kronenberg. 

The club holds monthly meetings, 
which are not only well attended by 
the Dayton shoe merchants, but by mer- 
chants from many of the smaller sur- 
rounding towns. Visiting traveling 
shoe men, who happen to be in Dayton 
on meeting dates are usually invited to 
sit in at the meetings, which are given 
over largely to open forum discussions 
of business. 


Two New ‘Golden Slippers’ 


PHILADELPHIA, Pa. (UTPS)—Anna 
Taffler of 2046 North Third Street, has 
opened two new stores, trading under 
the name of the Golden Slipper, with 
hosiery and shoes as specialties. 

The new establishments are located 
at 46 South Eight Street and at 157 
South Sixtieth Street. 


Joe Nelson a Manager 


Austin, Tex. (UTPS)—Joe Nelson 
has been appointed the new manager 
of the Cinderella Slipper Shop of 101 
East Sixth Street. Nelson is an ex- 
perienced shoe man having spent sev- 
eral years in retailing ladies’ shoes. 
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Sell only six packages of Bostonian Shoe Cream 
every working day for a month and you take 
the profits of a gross. A nice “piece of change,” 
with practically no effort. Where is the shoe 
merchant who cannot do that—and beat it? 
Profits not taken make losses to be taken. 





Since store service is on a leathers naturally demand 








N. B. Try it on your car. 

Use Bostonian Shoe 
Cream——Neutral—on body 
colors. Use black for 
black parts — spreads 
easily and evenly—gives 
high durable gloss. IT’S 
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higher plane now than in 
years past the salesmen and 
saleswomen in the store 
need to know more of 
leather and leather polish. 
To day a great variety of 
leathers are being handled 
where once the color range 
and kind of upper stock 
was limited. Uncommon 





an uncommon polishing 
preparation. Bostonian 
Shoe Cream has the special 
merits demanded by present 
day tannages. You can 
safely recommend it for use 
on black, brown, and all 
combination of modern 
novelty kid and_ calf 
leathers. 


CARRIED IN STOCK BY ALL JOBBERS 


WHITTEMORE BROS. 


Shoe Polish Manufacturers Nearly a Century 


BOSTON, 
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Hutzler Shoe Shop Holds 
Spring, 1928, Style Show 


BALTIMORE, Mp. (UTPS) — The 
Hutzler Shoe Shop, maintained on the 
third floor of the Hutzler Brothers de- 
partment store featured a two-day ex- 
hibit of exclusive new footwear by 
Laird Schober. Included in the wide 
range of models, styles, etc., were ad- 
vance originations for the ballroom, 
for Palm Beach and for spring of 1928. 
A representative of Laird Schober & 
Co. was in attendance explaining the 
new styles. A number of orders were 
taken from the samples on display. 


The exhibit was greatly enhanced by | 


the wearing of the new and interesting 
advance models by mannequins. They 


revealed the correct shoe for the cos- | 


tume. Hutzler Brothers are the auth- 
orized and exclusive distributors for 
Laird Schober shoes in Baltimore. 

The exhibit was delayed three days 
due to the death of Abram Hutzler, 
founder of the business. Mr. Hutzler, 
who was 91 years old last March was 
ill only twelve hours before his death, 
and the day before becoming ill, he had 
attended to business as usual. He was 
chairman of the board of directors of 
Hutzler Brothers, Inc., which owns and 
operates Hutzler Brothers. 


New Corrective Shoe 


BALTIMORE, Mp. (UTPS) — A new 
corrective shoe for women, known as 
Benesch’s “Arched-Right” Shoe, is 
being featured by Isaac Benesch & 
Sons, Inc., 570 North Gay Street. This 
model has been designed by J. Arthur 
Evans, buyer of footwear for the store. 
This was done to meet the growing 
needs of the large clientele of the store. 
The model is trade-marked. It is de- 
signed to bring relief to weak, de- 
pressed arches and help rebuild weak, 
sagging muscles. The snug arch fit is 
made permanent through the use of a 
patented reinforced built-in steel arch 
supporting shank, combined with a spe- 
cial molded inner sole, so as to conform 
to the several arches. It is featured 
at $8.50 in many distinctive style pat- 
terns in patent leathers, black kaffor 
kid and tan calf. 


O’Donnell Co. Entertains 


St. Paut, Minn. (UTPS) — The 
O’Donnell Shoe Co. was host recently 
to shoe retailers and shoe department 
managers of the Twin Cities at dinner 
in the Minnesota Club. Special guests 
were Major Cahill and Charles Tib- 
‘betts of the United Shoe Machinery 
Co. of Boston, Mass. The event of the 
evening was an illustrated talk on the 
development of footwear since the early 
beginning to date. 


Brown Suede Big Seller 


New York, N. Y.—Brown suede, ac- 
cording to a number of Fifth Avenue 
shoe retailers, is the biggest seller in 
materials, at present, having cut deeply 


into sales of patent leather. Black 
suede also is in brisk consumer de- 
mand, but the call for it has not 
reached the volume shown in brown. 
Gunmetal kid, as an all over material, 
is reported to be waning. Gray suede, 
according to some experts, is coming. 











This might be 
termed “dogging” 
up the advertising. 
There is a world of 
punch and pep in 
this clever little il- 
lustration used in a 
recent newspaper ad 
by Paul Steketee & 
Sons, = Rapids, 
ich. 











Farano to Open Store 
BALTIMORE, Mp. (UTPS)—Antonio 


Farano plans to open an exclusive shoe | 


shop at 2038 Edmondson Avenue fol- 
lowing completion of the remodeling 
of the building. Work upon the build- 
ing is expected to begin shortly and 
when completed it will meet the spe- 
cial requirements of an exclusive shoe 
shop. It is planned to carry footwear 
for men, women and children. 


Hochschild, Kohn & Co. 
Open Low Priced Dept. 


BALTIMORE, Mp. (UTPS) — Hoch- 
schild, Kohn & Company has opened a 
lower priced footwear department in its 
new lower priced shop at 320 West Lex- 
ington Street. In this department 
which is located on the main floor, 
where it occupies about half of the 
entire floor space, the shoes are offered 
at $4.50 and $5. Shoes for women ex- 
clusively are being carried. 

The company maintains its regular 
shoe department on the second floor of 
the main store at Howard and Lexing- 
ton Streets. I. Miller Beautiful Shoes 
and other brands are carried in this 
department at popular prices ranging 
from $8.50 up. The main store is con- 
nected with the lower priced store by 
means of bridges. More than $50,000 
in remodeling and improvements of the 
addition and main store were made. 


Shoes from All Nations 


St. Paut, Minn. (UTPS) — Shoes 
from all nations are being shown at 
the first consolidation anniversary of 
Schunemans & Mannheimers. This sup- 

lements a fine display of more modern 
ootwear. The collection of antiques 
includgd footwear unearthed by the 
Kountze-Whittemore Harvard expedi- 
tion of 1913. Besides the exhibits from 
all parts of the world are some of 
American make early in the 19th cen- 
tury. 


Opens New Department 


CLEVELAND, OHIO (UTPS)—Meyer 
Goldberg, proprietor of the Golde shoe 
stores, recently opened up a new shoe 
department in The Outlet, a_ ladies’ 
furnishings store at 303 Prospect Ave- 
nue, Cleveland, Ohio. A complete line 
of women’s shoes is carried in the new 
department. 


Women's Shoes 
with Youth in 
Every Line 


—They are made for feet that are “going ph 
with comfort attained through broad toes 
heels—AAA to C widths, 4 to 8 sizes 
patterns im this pedigreed puppy family 
shades of tan and the popular black calf 


laces "— 
and low 
Exght new 
In new 


8.50 


the pair, 


Milwaukee Merchants 
Hold Fall Style Display 


Wausau, Wis.—This city was treated 
to a sight of the new fall styles in 
men’s and women’s footwear by the 
local shoe retailers who cooperated 
with other merchants in putting on a 
big fall style display in their store 
windows. 

Alligator leather sport shoes were 
featured in a number of the stores, and 
black took an important place in the 
displays in nearly every store. The 
Mayer Shoe Co. featured alligator 
shoes and several novelty leathers. 
Black predominated in men’s shoes 
with the Scotch grain also being given 
a prominent place. A pair of tan 
riding boots attracted attention. In the 
ladies’ footwear display, colored bou- 
doir slippers and shades of wool hose 
were shown. 

Black suede trimmed with flowers 
formed of patent leather were com- 
bined into an unusual street shoe for 
ladies. This was shown by Porath & 
Schlaefer. A variety of heels decorated 
with brilliants were prominent in the 
display. The Bootery store which 
handles men’s shoes exclusively, dis- 
played all oxfords. Two styles of 
patent leather dress shoes were in the 
| display also. 

Work shoes and special corrective 
| shoes were in the Kinney store with a 
| large assortment of dress and sport 
| models. In the display of Tress & 
| Oldenburg, satin and metal dress 
slippers were shown i nthe ladies’ de- 
| partment, and Scotch grain leathers 
in the men’s and boys’ styles. Sport 
and street shoes for the entire famil 
were on display at the store of Ber, 
Sabatke, and several good looking shoe 
buckles were included. 





Miller Dealers to Meet 


Lone IsLANp City, N. Y.—The Sixth 
I. Miller Dealer Convention will be held 
Nov. 15 and 16 at the factory of 
I. Miller & Sons, here, according to an- 
nouncements being sent out to all Miller 
dealers. A constructive program has 
been arranged, dealing largely with 
merchandising and advertising prob- 
lems. An entertainment and _ style 
show at which the latest I. Miller 
models will be displayed are features of 
the convention. 
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Women Adore 
Sherwood Shoes 


More and more retailers are 
buying them because they are 
easy to sell. 









Addison 


















Merchants and consumers alike 
know them for dependable and 
smartly styled merchandise, 
backed by a policy of satisfac- 


tion and good service. 


“Beauty-Arch” and “Dr. Darl- 
ing” are business builders. 





See them! 





SHERWOOD SHOE CO., Inc. 
Rochester, N. Y. 


NEW YORK CITY 
R. F. Schneider, 907 Marbridge. Bldg. 


CHICAGO b 

F. J. Le Pine, 1618 Republic Bldg. eae 
PHILADELPHIA, PA. Ne 
W. F. Schoell, 119 So. 4th Street ~2 
LOS ANGELES Sake 
G. C. McAtee, 706 Forrester Bldg. Se 

DENVER, COLO. 
W. B. McNutt, 218 Charles Bldg. 


PITTSBURGH, PA. 
Harry Waldron, Hotel Henry 
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“A few” of the 400 employees of the many spacious shoe departments of Marshall Field & Co., Chicage. 
This group was “snapped” in the main footwear department of this house, in connection with its 75th anniver- 
sary celebration. Below—‘In the gay 90’s”—1895, to be exact—this is the way the entire shoe department of 


Marshall Field & Co. and its 24 employees looked. Several of the salespeople shown are still 


HE growth of Marshal! 

Field & Co., Chicago, dur- 
ing the past seventy-five 
years, has been remarkable, 
and is comparable with the 
growth of the city in which it 
is situated. This growth is 
reflected to a marked degree 
in its shoe department. In 
1895, the entire shoe depart- 
ment consisted of twenty-four 
employees. At the present 
time four hundred employ- 


day in the year except vacation time 
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> 





“on the job” every 


ees are kept busy in their sev- 
eral shoe departments. Mar- 
shall Field & Co.’s single-room 
shoe department of 1895 has 
grown into the present many 
spacious shoe departments. 
The most recent addition is 
the luxurious new shoe salon, 
which is a long stride for- 


ward in improved merchan- 
dising of footwear. And who 
knows what the future will 


reveal? 








New Addis Shoe Dept. 
Furnished as Salon 


Syracuse, N. Y. (UTPS)—The W. 
I, Addis Co., 325 S. Salina Street, 
specialists in women’s wearables, have 
established a new bootery at the rear 
of the street floor. This new depart- 
ment is comparable with some of the 
finest metropolitan shoe departments 
and contains many of the finest exam- 
ples of the shoemakers’ craft. 

The department is furnished with 
period tapestry covered furniture, with 
mirrors and show cases to match. Deep 
soft rugs furnish an ideal background 
for showing the latest styles of slip- 
pers and shoes which gleam forth from 
my lady’s foot like gems. They really 
do gleam, because of the new French 
and domestic opalescent Jeathers of 
which they are made. 

All of the shoes shown in this store 
have an air of distinction which a few 
examples will tend to show. One pair 
of rose beige kid, is trimmed in ruby 
red astralac which is used for the 
edges and the braided strap. The strap 
is fastened with a red enameled gold 
buckle. Another pair of bronzed 
brown astralac shows a new color as 
well as a new leather which is the re- 
sult of a special treatment of the high- 
est grade kidskin. It is lizard trimmed 


on its odd gracefully lined vamp and 
high heel. 

Among other models shown in the 
Addis shop are to be found slippers of 
patent leather in the T strap style and 
a new modified high heel. And shoes 
to please the business women are also 
to be had in the Addis collection of 
styles. The business shoes exemplify 
comfort and style in every particular. 


Armour with Chisholm 


CoLuMBUSs, OHIO (UTPS)—J. M. 
Armour, formerly with Potters in Cin- 
cinnati, has been made manager of the 
Columbus store of the Chisholm Shoe 
Co. He succeeded H. T. Miller on 
Oct. 1. Mr. Armour started his 
career in the shoe business in Atlanta, 
Ga., with Fred S. Stevens and later 
spent two years in Birmingham, Ala., 
with the Louis Saks Clothing Co., in 
the shoe department, 


Introduce Hub-fit Shoe 


BALTIMORE, Mp. (UTPS)—A com- 
panion shoe of the Hub-pedic shoe for 
women featured by The Hub of this 
city is the Hub-fit shoe for men. This 
shoe is, like the Hub-pedic, especially 
constructed for the store along scien- 
tific lines designed to give comfort. 
They, are offered in both tans and 
blacks in high and low. 











Mexic Opens Store 


New ORLEANS, LA.—The Shoe Mar- 
ket, Joseph Mexic, proprietor, recently 
commenced business at 1514 St. Ber- 
nard Avenue, this city. Mr. Mexie 
has selected as a site for his new store 
a very busy section of the Old Third 
District, near the St. Bernard Market. 
The opening day resulted in a good 
trade. Souvenirs were distributed to 
each customer. Mr. Mexic was former- 
ly employed by Chandler’s, and also by 
Miller Bros. of Houston, Tex. 


Kellert’s Open Shoe Dept. 


BALTIMORE, Mp. (UTPS)—Kellert’s 
shoe department has been formally 
opened at Kellert’s Specialty Shop, 109 
W. Lexington Street. It is located on 
the main floor of the three story build- 
ing, occupying more than half of it. 
It is the first time the shop has had a 
shoe department. Shoes at the one 
price of $6 are being featured. The 
department is in charge of J. Roetger, 
who is well known in local shoe circles. 





Tom Reed Quitting 


BALTIMORE, Mp. (UTPS)—The Tom 
Reed Shoe Shop at 1235 W. Baltimore 
Street will be discontinued. The en- 
tire stock of merchandjse is being sac- 
rificed for quick disposal. 
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Between 12 and 16— 


What a vitally important stage in 
the life of the growing girl! 
Years when the foot should be 
properly molded to assume the re- 
sponsibilities of later life. 

As a progressive merchant in your 
community, are you prepared to 
serve the “junior miss” with the 
character of footwear which will 
insure future foot health? 
Cantilever Shoes for Children will 
aid you as no other line can in 
building a reputation for shoes that 
fit. They are scientifically correct 
and insure rugged wear through 
quality. 


“Nationally Advertised to Parents” 
We invite inquiries. 





Cantilever Corporation 


410 Willoughby Ave., 
Brooklyn, N. Y. 


“Constance” 
No. 906—Tan Calf, 
AA—D $4.60 


No. 907 — Same in 
Black Calf $4.60 


antilever 
Shoe 


| | Z for Growing Girls : 
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ae 
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NO, ADOLPH! 


A SCOTCH EDGE is not the 


sum total of Scotland’s most famous 


liquid product. 


On the contrary, the Shoe and 
Leather Lexicon defines it as: “A 
wide extension edge, either welt or 
° . . °° 6 ° 2] 
imitation. Scotch outside and 
é ‘ e 9 . 

Scotch inside are terms which 
indicate wide éxtension on one side 
only, with closer trim on the other 


side. 


aS 


SHOE AND LEATHER 
LEXICON 


A very valuable book for everyone 
connected with the shoe and leather 
industry. All the unusual terms, as well 
as those in everyday use—defined and 
explained. An asset to anyone who 
wants to read up on shoe and leather 
terms. More than a dictionary—almost 


an encyclopedia. 


The Price Is Only Fifty Cents 
(Cash with Orders Please) 


Boot and Shoe Recorder 
- Publishing Company 


207 South Street, Boston, Mass. 
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Better 


This Trade Mark identi 
fies the most complete 
line of baby footwear, 


from Soft Soles for In- 
fants to sturdy  stitch- 


downs for 3-year-olds. 
Price List on request. 


L 


tittle Shoes A 


In a modern, sunshine flooded plant, Mrs. 
Day’s Ideal Baby Shoes are made under con- 
ditions of impeccable cleanliness. Even the 
most particular mother would approve the 
safeguards which surround each step in the 
making of these wonderful little shoes. As a 
final precaution they are sterilized before 


being packed in their little white carton. 


Mrs. Day’s Ideals are made in a wide variety 
of styles and types, up to and including shoes 
for the 3-year-old; each with an eye to the 


foot-health of the wearer. 


Mrs. Day’s Ideal Baby Shoe Co. 
DANVERS, MASS. 


Style 390 


“Intermediates” are first 

walking shoes. They have 

light soles and counters 

and offer more protection 

and support than do soft 
soles, 


New York—387 4th Ave. 
Boston—12 West St. 


Chicago—325 W. Jackson Blvd. 
San Francisco—49 4th St. 







































Holiday 
Slippers 


Let Us Outline 
for You Our 
PROPOSITION 


on 


“SLIPPERS” 


Quality, Style and Char- 
acter Merchandise at 
POPULAR PRICES 
that will produce FALL 
and HOLIDAY 
PROFITS. 


A STYLE FOR 
EVERY DEMAND 
IN 

LEATHERS 
SATINS 
WOOLSKINS 
and SUEDES 


ota. = 
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Kozy Komforty 


‘SLIPPERS of. Merit 
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QUICK SERVICE 
IS ESSENTIAL 
ON 
“SLIPPERS” 









*16” INSTANT 
KOZY KOMFORT 
SERVICE 
STATIONS 
feature our complete 


SLIPPER LINES 















Write TODAY for 
In Stock Folder and 
Our Proposition 









KOZY KOMFORT 
SHOE MFG. CO. 


1701 Richard Street 


Milwaukee, Wisconsin 













IN STOCK 


READY NOW FOR THE 
RIDING SEASON 
IMPORTED ENGLISH 


RIDING BOOTS 
Men’s $ ] 6” Pair 
Women’s $ 1 450 Pair 


The distinguished style, 
high grade, pliable wil- 
low calf—the comfortable 
and snug fit—the skilled 
craftsmanship of those 
trained for years in boot 
making will satisfy your 
most critical customer that 
Colt Imported 
English _  Rid- 
ing Boots are 
Best. 


B2774 


Colt-Cromwell Co., Inc. 


Established 1899 


596 Broadway New York City 


Riders’ Accessories, Boot Jacks, Boot Hooks, Spurs, 
hains and Straps 


For Years 


Merchants have been buying Greeley 
Boudoirs because they are the neat, 
practical house slippers women like 
and call for. In _ black 
or colored kid with rub- 
ber or leather heels. Your 
jobber should have them. 
If not, write us. 






STOCK 


36 Pair Cases 


A. W. GREELEY 


12 Duncan Street - - - Haverhill, Mass. 


Deliveries At Once 























4 Be 
BROOKS BALLETS 
NO. 600 BLACK KID 


MADE ON RIGHT AND LEFT LASTS 
Woman’s 21% to 8 $1.45 
Misses’ 1114 to 2 1.40 
Child’s 6 to 11 1.35 
WHITE KID 30c EXTRA 


IN STOCK 















SHOE MFG. Cc & 
Philadelphia, Pa. 


a a 
BROOKS 
1725~35 No. 6% Street 
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Cire pahionetitigegtitiagertpec ties: 


WALKING A MILE for A CAMEL 


for the Beter Trade” = isn’t much, compared with the distance 
women will shop to get genuine Camel’s Hair 
PROMPT Slippers for members of their families. 
EFFICIENT 


SERVICE 


can be assured if you will order 
now. Our factory capacity is 
crowded to the limit to 
maintain IN-STOCK 
SERVICE. 


Your cooperation 
will be sincerely 
appreciated. 


Have you the 
new catalog? 


BESI-LVER 
§LIPPERU©. IN 
75 FRONT ST, BRGDKLYN NY 


Nev York Oltce hoom 643 /arbridge Hedy 


VANITY 


[] SHOE ORNAMENTS [| 


GOLO is known throughout the world as the 
House of Camel’s-Hair Slippers. We have wide 
assortments in-stock now and urge your selec- 
tions in anticipation of cold-weather business. 








za om LEE LEE gh. wee.. ee... ee. eer. eee. EE LEE gar 





Soft sole, padded heel, felt lined. In shark, lizard and 
alligator grains. In stock in 7 different shades, including 
the popular Jade color. Men’s and Women’s in Ali Sizes. 








Up-to-Date Ornaments Used by 
Up-to-Date Shoe Manufacturers 
Shoe in black moire designed by Soft sole Satins with covered wood heel or with soft 
STRASSBURGER STILES, INC. padded heel. In square and diamond quilt. Also made 
of Brooklyn. with flexible leather sole and heel. 


Complete Slipper Lines in Satin, Leather and 


This bow is of biack moire ribbon with gun metal silk 
piping. It can be made in many combinations of fabrics 
or leathers. 


Obtainable through your manufacturer only. 


Better Grade Felts; Imported French Mules and 
D’Orsays—ALL IN-STOCK. 


( GOLO SLIPPER COMPANY 




















29 DUANE ST. NEW YORK 


4 Chicago Branch Office: 1634 Republic Building 
1261 Atlantie Ave., 3 Brooklyn, N. Y. ( icetet asst lila atti cat iil iit 
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WHERE TO BUY 
Men’s Shoes 





Richards 


& Brennan Co., Randolph, Mass 











<\ 


BOSTONIANS 


SHOES FOR MEN 


COMMONWEALTH SHOE & LEATHER CO. 
WHITMAN, MASS. 














eae” gaia 
11 Seuth Street 
Besten 


COTS boe ae 
FOR MEN Brockton, Mass. 











‘HIGHE 


EAST WEYMOUTH. MASS. 





HENRY LILLY CO. 
11@ Duane St. New York 
AUCTION TRADE SALES of 


SHOES and RUBBERS 





Bvery Wednesday and Friday 








(P) M. A. PACKARD CO., Makers (P) 
BROCKTON —_____., 


Tue 





SHOE 








.NETTLETON 
Shoes of Worth 
A. B. NETTLETON CO. 


g. W. COOK, President 


Syracuse, N. Y., U. 8. A. 
MBR’S FINE SHOES EXCLUSIVELY 























Shoe Market News 


in the Boot and Shoe Recorder 





NATIONAL NEWS 


SATURDAY, OCTOBER 22, 1927 


EVERY WEEK 





Columbus Shoe 
Factories Make 
Record Outputs 





Full Schedules in All Plants 
with Production Sold Well 
Ahead for Next Few Months 


CoLumMBus, OHIO (UTPS)—AIl shoe 
manufacturers in Columbus report a 
busy season, and business is generally 
in a healthy condition, according to a 
survey of the shoe manufacturing in- 
dustry in the Buckeye Capital. Full 
schedule is being carried out at all of 
the plants and in some instances orders 
have been booked for 30 to 60 days in 
advance, sufficient to keep the plants 
on a full time basis. 

Travelers who left for their terri- 
tories in the past month or six weeks 
are sending in a good volume of busi- 
ness, both for immediate shipment and 
for shipment after the first of the year. 
In fact the season is one of the busiest 
for some time and indications point 
to a closing of the calendar year’s busi- 
ness with a fair profit. 

The H. C. Godman Co. and the 
Miller-Lerch Shoe Co., which are one 
big concern are having the best year in 
its history. All of the units of the 
H. C. Godman Co., numbering eight, 
are up to full schedule. The Miller- 
Lerch Co. is not far behind and has 
orders booked for more than a month 
ahead. The Godman Co., following its 
sales conference held a month ago 
made a special offer. good until Oct. 15 
when retailers would secure advantage 
of present prices, despite the advance 
in the price of leather and other find- 
ings. This inducement caused many 
dealers to place orders in larger quan- 
tities than usual. Shipment on these 
orders can be made at any time prior 
to Jan. 1. 

The Rilev Shoe Manufacturing Co.. 
of which W. S. Kennedy is general 
manager, also is operating with a full 
force of workers. Salesmen repre- 
senting this company have been rather 
successful and orders are coming in 
nicely. A number of new models were 
designed and these have been selling 
quite briskly. 

The Lape & Adler Co., is another 
of the Columbus factories which is 
having a good season in every way. 
This concern has designed a number 
of new models in women’s footwear 
which are proving quite popular. This 
company looks for a big fall and win- 
ter business and has made prepara- 
tions accordingly. 

The G. Edwin Smith Shoe Co., 
operating for the Nisley chain of re- 
tail stores is also as busy as possible 
with all its equipment in operation, 
both at the Columbus factory and at 
the subsidiary in Newark, Ohio, 





operated under the name of the Mid- 
land Shoe Co. 

The Columbus Shoe Co., makers of 
children’s and growing girls’ footwear 
is another factory in Columbus that 
has expanded its facilities and is 
operating on a full schedule. Louis 
Thomas, president and manager of this 
company reports that more shoes were 
made and shipped in the past two 
months than in any previous similar 
period. The output of the factory is 
now up to 500 pairs daily. Mr. Thomas 
believes that the fall will be good as 
dealers are reordering, after receiving 
their first shipments only two weeks 
ago. 


Next Run of Shoes Will 
Cost More, Says Lynn Man 


LyNN—“We expect that shoes will 
move to a higher level of prices next 
run,” says a fast style maker of Lynn. 
“We have searched the leather markets 
far and wide for soft spots and we 
haven’t found them. We are paying 
more for all staple leathers, both sole 
and upper, even including linings. 
Worse still, we have had to wait for 
our orders to be filled. We needed the 
leather, too. 
line and beg for specialties in leather 
such as suede now in style. Some of 
our customers quote us statistics to 
show that leather ought to be plenti- 
ful and cheap. To them we can only 
say that we face a condition, not a 
theory, and we must pay more for 
leather.” 

One of the most extreme advances 
of the year is that on a line of sole 
leather. It has gone up 12 cents a 
pound. Cheap soles have advanced so 
much they are now nearly up to semi- 
fine scratched soles. So some makers 
of shoes have shifted to the latter class. 
There is more wear in them, but da 
not look quite so good, unless the 


| finishers are adept in covering up the 


scratches. 

Patent leather continues high, though 
the demand for it has eased off of late. 
Suede, of fine nap and good color, is 


| selling at firm high prices, because of 
| the strong demand for it. Cutters have 





been laid off in some shops, a sign of 
the slowing down for the year end. But 
this is making no difference in leather 
prices. 

Business continues chiefly on patent 
leather shoes. There is some question 
ing as to how long suedes will run, with 
the thought that the demand for them 
will halt when snow comes and artics 
are put on. 

Patent parchment has been added t 
the metallic glints. It fits in between 
bronze patent and gold. It is used 
chiefly for pipings and trimmings, like 
the other metallic glints. A new leather 
has a finish that can be cleaned with 
soap or water, or even gasoline. 
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Ravenna, Nebraska, Celebrates 





RAVENNA, NEB.—Probably one of the most outstanding affairs of its kind is 
the ANN-E-VAR, which is held once each year and promoted by the various 
business enterprises of Ravenna. The name of this annual festivity is the name 
of this city spelled backwards. 

During the ANN-E-VAR the business men of Ravenna furnish everything 
free as far as possible. Many exhibitions and displays are free and open to 
the public. The greatest of all items of interest is the Parade. Business 
houses, fraternal organizations, churches, boy scouts, railroad companies and 
individuals who care to do so may build and enter a float in the Parade. This 
year there were over 100 floats and above is pictured the prize winning float, 
which was entered by the Golden Rule Store, featuring the Hamilton-Brown 
line of genuine Australian Kangaroo Shoes; hence their reason for building 
up this enormous reproduction of the shoe with the genuine stuffed and mounted 
Australian kangaroo sitting at the top. 








To Double Output 


LYNN, MAss.—Randall Shoe Co. has 
taken more floor space at 65 Willow 
Street, and is increasing its production 
from 300 to 700 pairs of shoes daily, 
all of clever styles. Perlay Randall is 
head of the enterprise. He started at 
the bench, in the factory of the Cotter 
Shoe Co. 


Advance Orders 
Heavier Than 


Those in 1926 


St. Louis—Business in the wholesale 
district continues better than fair. 
Early reports regarding October busi- | 
ness show some slight increase over the 
same period of 1926. October, it is | 


Fancier Patterns May 
Offset Vogue of Black 


HAVERHILL, Mass.—Shoes appear to 
be slightly more fancy as the Winter 
season approaches. Colors have not 
been developed in any great volume 
and apparentiy the shoe men are at- 
tempting to inject added sytle and nov- 
elty by introducing some fancy effects 
to attract milady’s eye and boost pair- 
age. 

Blacks refuse to be driven out and in 
local production represent at conserva- 
tive estimate 60 per cent of total pro- 
duction. Gunmetal patent has come 
along fast during the past week to give 
variation, but the range of color does 
not extend far. The fancier types of 
shoes now advanced reveal smart trim- 
mings, perforations, piping, scalloping, 
and some fancy stitching. 

_ Orders for immediate delivery con- 
tinue to come in steadily. Some plants 
out the trade and orders booked during | Teport orders ahead until November 1. 
the first half of September are fully | September business reached the high 
up to expectations. The trend of prices | — oe ne oe and final Yo 
of finished goods continues upward in | a to F i. cae = — 
metas * esq ee in leather and | opened with a few weak spots showing 
ides. ile novelties are still in | i 

nctable demand, style considerations | um, Det ne marked Gottine Sas talen 


) place. No marked change in volume 
are less a factor than during the past | now is forecast before the end of the 
several seasons.” 


month. 


stated, will be the most difficult month 
in which to show an increase in sales. 
The Eighth Federal Reserve report on 
general business conditions just issued 
has the following to say regarding the 
shoe industry during August and Sep- 
tember: 

“August sales of the five reporting 
interests were 6.0 per cent smaller than 
for the same month in 1926 and 9.8 
per cent under the July total this year. 
Stocks on Sept. 1 were 9.2 per cent 
smaller than a month earlier and 2.3 
per cent below those on Sept. 1, 1926. 


unusual decline is due largely to heavy 
purchasing in July of shoes ordinarily 
bought in August because of anticipa- 
tion of advanced prices. 

“Future business is markedly heavier 
than at the corresponding time last 
year or in 1925. Generally satisfac- 
tory conditions are reported through- 








WHERE TO BUY 
Men’s Shoes 








STOCK DEPT. 5 


SNAPPY SNAPPY 
ACTION! STYLES! 
“They've Cot te Be Stetson 
te Be Snappy” 


THE STETSON SHOE CO., Inc. 
South Weymouth, Mass 








SenesT nis 


30 STYLES IN STOCK 
Ready for Delivery on the Det 


EMERSON SHOE MFG. ©0 
Rockland, Mase. 





















HAND LASTED 


BIon F-REYNOLDs Com, 
BROCKTON MASSE. 
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WHERE TO BUY 
Standard Shoe Materials 


te Ee ee 





Strong and Flexible 
Counter Board 


Made from 
Long Fiber 





one by 
The sicciimg Fiber Board Ue. 
Sales Office 501 Fifth Avenue, 
New York 











oe a 
| 
‘West Virginia 
Fibre Board 
The best raw materials contribute to 
Uniformity. 


Pulp Products Department 
WestVirginia Pulp & PaperCompany 
troit New York Chicago 








The One 
Waterproef 


CREESE @ COOK CO. 
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SPAN te ett bean 
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WHERE TO BU\ 
Ballet Slippers 


i eli all 








HAND TURNED, BLACK KID 
BALLET SLIPPERS 


Misses’, $1.30 
SNS mi 
orders prompt- 
} ng ly attended to 
MOTH & ROSENBERG SHOE CO. 
124 N. Srd St., Philadelphia 




















MEN’S ENGLISH SPATS 
Also Domestic Grades 
Write for Samples 


LYONS & COMPANY 
122 Duane St. New York City 








In Stock Black Bal- 
let Slippers 
Ladies’ $1.25 pr. 
Misses’ $1.20 pr. 
Childs’ $1.15 pr. 
BLOG SHOE CO., INC. 
147 Duane S&t., 
New York, N. Y. 











EW ALLETS 
and Turn, Vici Kid 
In Stock 





In Stock 
Samples on Request 


Metropelitan e+ mal Ce 
134 W. Bway, ew York 
Everything In Slippers 








BALLETS 
$1.15 Wos. $1.10 Miss and Child’s 
Hard Toe $2.25 Wes. $2.20 Miss and Child's 
White-Pink Kid. Pink-Black Satin 25c. extra 
TURN BOUDOIRS 
Biack Kid $1.00 Quilted Satin $1 26 
Kid Beudeirs RIGHT LEFT LASTS $1.10 and $!.20 
The VOGUE SLIPPER CO., Haverhill, Mass. 








BALLET SLIPPERS—IN STOCK 
of the unusual kind 
Bi62 Bik. Glazed Kid, Soft Toe 
Child’s 6 te ti—$1.35 
Misses 11 te 2— 1.40 
Women’s 2/2 te 8— 1.45 
Also Hard Toes 


SCHWARTZ & HERDER, Inc. 
Specialists in Ballet Manufacture 
241 No. t1ith St., Philadelphia, Pa. 
















Do You Know? 


That you can'buy or sell it through 
the “Where to Buy” columns, This 
feature in its quick service is ‘a time 
saver ip meeting immediate needs 

















‘Manufacturing End Is 
Not Quite So Active 


MILWAUKEE—The shoe business is 
not as active as it was earlier in the 
season, Milwaukee manufacturers re- 
port. Some believe that the great 
amount of advance orders placed in 
August is the reason, as the retail mer- 
chants have not been able to move their 
stocks due to unfavorable weather. 

Fred A. Mayer of the F. Mayer Shoe 


“Co. said they are about holding their 


own. He said the mail order business 
has been good recently. This company 
expects to bring out the spring line 
about the end of November. Mr. Mayer 
believes there will be a demand for 
light colored kids next spring. In his 
opinion, the light colored footwear was 
brought out too soon this past year, 
and when the retail merchants found 
they did not move right away, they 
went after blacks which are always 
staple. This resulted in the black 
movement in the market which has pre- 
vailed since. The light shades for next 
spring will probably be different than 
they were this year. 

Fred W. Moritz, sales manager for 
the Harsh & Chapline Shoe Co., re- 
ported a slight gain in volume, and that 
the shipments for September had shown 
a gain also. The market is not as 
snappy as the manufacturers would 
like to see it, according to Mr. Moritz, 
and his company is not selling any 
further ahead than the first of the 
year. The work shoes are showing a 
good movement. 

Patents are the best sellers as usual 
in children’s lines, according to H. P. 
Plass of the Simplex Shoe Mfg. Co., 
and there is a good amount of dark 
tan shoes being taken. Mr. Plass re- 
ports that high shoes are being sold 
in better quantities than they were 
formerly. 


Haverhill Shipments High 


HAVERHILL—A total of 46,262 cases 
of shoes, or 1,665,432 pairs were 
shipped from Haverhill during the 
month of September, according to 
figures just announced by the Chamber 
of Commerce. Compilations were made 
through the various shipping agencies 
in this city and are accepted as 
authoritative. For the Fall run from 
Aug. 1 to Oct. 1, Haverhill made a 
total of 88,439 cases, and since Jan. 1, 
1927, has made a grand total of 311,087 
cases. A Haverhill case averages 36 
pairs. 


Schwarz, Ruggles Election 


BrocKTON—At the postponed annual 
meeting of the directors and _ stock- 
holders of Schwarz, Ruggles, Inc., 
Bruno E. Schwarz was reelected presi- 
dent and treasurer for the ensuing 
year. Merton E. Hayward was re- 
elected vice-president and Everett S. 
Ruggles, clerk. 
of directors was reelected: Bruno E. 
Schwarz, Merton E. Hayward, Everett 


S. Ruggles, Warren B. Gallond, 
Michael J. Kelliher. and John F. 
Kedian. The company reports an un- 


interrupted business and steady growth 
since its organization five years ago. 





| 





The following board | 





David Buys Hess Plant 


BALTIMORE, Mp. — The David Shoe 
Co. recently organized, has bought out 
the old established shoe factory of 
N. Hess & Brother of Baltimore and 
will devote the plant to the production 
of junior women’s and women’s fine 
welts. Jack David is the active head of 
the concern which is now cutting and 
will be producing by November 1. 
N. Hess & Bro., with the turning over 
of this factory, go out of the manufac- 
turing business and will confine them- 
selves to their detail business in Balti- 
more. 


Buyers Asking for Early 


Deliveries on Re-orders 


HAVERHILL — Buyers are in the 
market seeking to speed up deliveries 
on their fall shoes. Shoes now going 
through the works are being solicited 
for early shipments. The fall run has 
been very satisfactory from the local 
manufacturing viewpoint and_ ap- 
parently retail merchants have made 
good clearance of their stocks and in 
some lines, notably the growing girls 
types and smart effects for the younger 
college trade, are hurrying to replenish 
their stocks. 

Evening slippers are representing a 
large percentage of present production 
in the turn factories and in the higher 
grade McKay shops. The men’s slipper 
factories also continue brisk and are 
good for at least another fortnight’s 
run. 

Black shoes are not moving so 
vigorously as last week, but still con- 
stitute more than 50 per cent of local 
production. Brown suede and brown 
kid have developed substantial outlet 
and may be expected to be popularized 
even more for late fall. Patent and 
suede are the leading materials, suede 
being used in both black and in the 
new browns; patent being divided be- 
tween black and gun-metal. Satin is 
not very active, velvet moving the 
better of the two fabrics. 





N. Y. Year Book Issued 


NEw York, N. Y.—The Year Book of 
The Merchants’ Association of New 
York, covering The Association’s year, 
ended on May 1, 1927, is now being dis- 
tributed. The classified list of mem- 
bers which it contains is valued in the 
trades, industries and professions, both 
at home and abroad, as a select business 
directory of New York City. The total 
number of names, mostly those of firms 
and corporations, which the members 
list contains, is 6667. These names 
are not only given in the book alpha- 
betically, but they are also classified 
under the usual divisions. 





The “Pretzel Pump” 


LYNN, MAss.—Showing the resource- 
fulness of the pattern makers of Lynn 
is this: A shoe man fetched a pretzel, 
one of those popular crooked crackers, 
to the pattern studio of Reando & 
Stewart. He dared them to design a 
shoe from it. They took the dare. They 
designed “The Pretzel Pump,” so called 
because it has a pretzel like cut-out at 
the base of its strap. 
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Big Sales on Suede 


BROOKLYN, N. Y.—Emil Garafolo of 
Garafolo Bros. Shoe Company, has just 
returned from his trip through upper 
New York State and the Middle West, 
where he found business conditions 
good. Orders booked on the trip, he 
states, call mainly for black and brown 
suede, with patent leather and black 
satin also in good demand. He ex- 
hibited his line at the New York State 
Convention in Niagara Falls. 


Frank Hecht Sails 


New York, N. Y.—Frank Hecht of 
F. Hecht & Co., sailed for Paris on 
board the Majestic, Friday evening, 
Oct. 14. The purpose of Mr. Hecht’s 
trip is to arrange for more rapid ship- 
ments of Alpina reptile leathers of 
which Hecht & Co. are exclusive Amer- 
ican distributors, and also to bring 
back some entirely new ideas. 


expect the biggest season in history 
on reptiles next spring. We are getting 
inquiries not only from shoe manufac- 
turers, but from manufacturers of 
purses, hand bags, cigarette lighters, 


and such knicknacks, because they too, | 


have come to realize that reptile has 
a tremendous selling appeal. 

“We are bringing out some entirely 
new ideas in reptile which we are not 
yet ready to spring on the trade. Our 
new line of peurlized lizards are practi- 
cally sold up, and we expect a big de- 


mand for our two new  products— | Brown calf and black calf are equally 


‘Krinkle Kid’ and ‘Serge Kid.’” 


Haverhill Tannery Expands 


HAVERHILL — An increase in daily | 
production of 300 dozen skins beginning | 


Nov. 1 is being made possible at the 
L. H. Hamel Leather Co., tannery, 
this city, by substantial additions of 
floor space and installation of new 
machinery. The Hamel tannery now 
utilizes over 80,000 sq. ft., three im- 
portant expansions having taken place 
in two years. Under the new expan- 
sion the production of both sheep and 
kid leathers will be increased. The 
kid department will be advanced from 
200 -dozen skins daily to 400 dozen, 
with production of sheepskins, patent, 
sheep, russets, and skivers also being 
increased. The company now makes 
all types of leather for linings. 


New Boston Office 


Boston—The Wise & Cooper Shoe 
Co.’s office in this city is now located 
in the center of the shoe and leather 
district, 10 High Street. The room 
number is 631. This concern was for- 
merly located in the Metropolitan 
Building, this city. All correspond- 
ence, however, should be addressed to 
the factory at Auburn, Me. 


Tanner Goes Abroad 


BostoN—Lloyd Thayer of Thayer, 
Foss Co., Boston leather merchants, is 
in the leather markets of Europe. 








| tion abroad. 


Cincinnati Factories 


Are Still at Capacity 


CINCINNATI. — Business continues 
very active with local shoe manufac- 
turers. Mail orders are very good and 
plants continue to run at capacity. 
Patent still draws more orders than 
any other material and opinion is some- 
what divided as to what material will 
come next. One manufacturer names 
kid as second best while another lists 
suede. Brown and black in kid and 
suede seem to be pretty evenly matched. 
Several manufacturers are making up 
samples for spring and from present 
indications, much will be expected of 
whippet and briarwood calf. 

Marron calf has been shown much 
favor during the past two months at 
The Stanley Duttenhofer Shoe Com- 
pany and President Stanley Dutten- 
hofer expects it to lead the light shades 
through the winter. Suede is excep- 
tionally good, Mr. Duttenhofer said, 
and alligator and snake are receiving 
quite a bit of attention. It is hard to 


Mr. Hecht before sailing, said, “We | teli which is the most popular pattern, 


pumps, straps or ties, Mr. Duttenhofer 
repored, as it seems that orders favor 
them equally. Black and brown are 
having quite a tug for color supremacy 
and Mr. Duttenhofer expects only 
these two colors to be better than 
marron. 

Frank Cahill, general manager of 
the McKay division of The United 


| States Shoe Company, reports the Mc- 


Kay business to have been much better 
for September than for the same month 
of several previous years. Orders con- 


| tinue to center on patent, Mr. Cahill 


said, with black and brown kid second. 


popular, Mr. Cahill said, with a nice 
volume of orders coming in on each. 


Holtite Co. Expanding 


BALTIMORE, Mp. (UTPS)—Increased 


| business is making it necessary for the 


Holtite Manufacturing Company, War- 
ner and Ostend Streets, manufacturers 
of rubber heels, to make a substantial 
expansion. The company will erect a 
one-story addition, 50 x 155 ft. adjoin- 
ing its present plant. Contract for the 
work has already been awarded and 
work is expected to begin shortly. The 
new building is expected to be com- 
pleted by the end of the year. When 
this is done it will be found necessary 
to employ about 75 additional workers. 
The company manufactures the Holtite 
Rubber Heels. Morris Eisen is presi- 
dent of the company, Albert A. Ester- 
son is secretary and treasurer, and 
Julius L. Diener, assistant secretary. 


Brockton Men Home Again 


Brockton—George H. Leach, vice- 
president of the George E. Keith Co., 
and Edgar B. Davis, former Brockton 
shoe executive, but now prominent in 
the oil and rubber trade, returned 
home Oct. 12 after a five-weeks’ vaca- 
While the trip was 
mostly for recreation, in his travels 


| through France, Switzerland. Germany, 
| Holland and England, Mr. Leach took 


occasion to visit and renew acquaint- 
ances with many of the managers of 
foreign Walk-Over stores, most of 
whom have visited at the Campello 
plant in recent years. 


WHERE TO BUY 


Alen’s @ Women’s 
Slip pers 


J* the Better Grade 
For the Better Trade’ 


_ al 
Best~Ever \ 
lipper Co. ic. 

75 Front St. 

Bklyn. N.Y. 
aff | 





PARISTYLE FOOTWEAR MFG. CO., INC. 
41-45 Washington Ave., Brooklyn, N. Y. 
New York Office, Room 622, 1328 B’way 


HIGH GRADE TURN MULES and D’ORSAYS 
Satins, Kids, Brocades and Fancy Patterns. 


$27.00 per doz. and Up o 
Cataleg 
sent on 
request 


Men's All Leather House Slippers 








Golden Brown Kid 
—Hand Turned—8s 
{ron Sole—Rubber 
Heel. 


Send for samples. 
ROTH & ROSENBERG SHOB CO. 








124 N. Ard St.. Philadelphia 





WHERE TO BUY- 


Miscellaneous 


_—— em 





STUDY CHIROPODY 


Make $5,000 to $15,000 a Year 
Become a Doctor of Surgical Chiropody. The 
only uncrowded field. Study at largest foot clinic 
in world. Faculty of physicians, surgeons, chirop- 
odists. Fincst laboratories and equipment. Four- 
teenth successful year. Entrance requirements, 4 
years high school or equivalent. Course, 2 years. 
Next classes October. Opportunities to earn way 
while studying. Write for catalog. Dept. B. 


ILLINOIS COLLEGE OF CHIROPODY 











1327 N. Clark Street, Chicago 





~~ 


WHERE TO BUY 
Children’s Shoes 





Tj ELAM 93 
Flexible Turn Shoes 


For the Jobbing Trade Exclusively 


F.S. ELAM SHOE Co. 


ROCHESTER, N. Y. 
Boston Office: Statler Bldg., Room 532 
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WHERE TO BUY 


Women’s Novelties 


FE EF EF EP re 


The “Bootee” answers 2 
country wide demand in § 
Black Patent.—Gun Metal, 
pat. trim, Cuban and 
18/8 spike heel. 

Price $3.20. . 


Samuel Cohen Shoe Co., Boston, Mass. 
















Latest Styles at 
Popular Prices 

rot in Stock. ~ 
143 ST.-NEW YORK CITY, 











FEATURE $4 RETAILERS 


$3.00—10%—20 days. 
A Express Allowed 
25e¢ per pr. 
less in 36 
or. ease lots. 








Patent Leather 
Kaffor Patent Leather, Black Vel. 
‘48 ‘spearetes Black Satin, ‘Kaffor Kid 
Black Satin . 4 s as 
Black Velvet | above, “Kia Lined, lesther 
Hitg inners, French C 
no » Ba. | Spike and Cuban, 3-8. 
Other snappy itt tinually In-Btoek. 
Aronson Bros. Shoe Co., Inc. 
213 Essex St., Mass. 





Selby Shoe Co. to Build 
New Factory Next Spring 


PortsMouTH, OH10 (UTPS) — The 
Selby Shoe Co., one of the largest shoe 
manufacturing concerns in the Middle 
West which is celebrating its golden 
jubilee made an important announce- 
ment recently which shows that the old 
factory building at the corner of John 
and Seventh Street, will be replaced 
with a modern factory building. This 
work will start early in the spring and 
the winter months will be utilized by 
the company to prepare the plans and 
prepare for the building program. The 
architecture will be in harmony with 
the recently completed addition which 
has been occupied for a few months. 
The Selby Shoe Co. was founded by 
George D. Selby in 1877 in a small up- 
stairs room in the West End of Ports- 
mouth. At that time women’s and 
misses’ shoes were made and within 
three years it was found that the busi- 
ness has outgrown the cramped 
quarters and the Houston Building on 
Second Street was secured. At that 
time the company employed 50 workers 
and the daily production was about 
100 pairs. This in turn was soon too 
crowded and a larger factory was 
secured at Third and Gay Streets 
where power machinery was first in- 
stalled. It was the first use of power 
machinery in a shoe factory in Ports- 
mouth. 


Ten years later the company erected | 


its plant at Seventh and John Streets 
which consisted of a two story building 
100 by 165 ft. In 1895 an addition 78 
by 127 ft. three stories high was built 
and an additional story was added to 











the former building. Soon afterward 
another addition 50 by 50 ft. was 
erected to take care of the rapidly 
growing business. About the same time 
the Excelsior plant was built which 


« ed 


WHERE TO BUY 


Shoe Price Ticket Holders 


i eee 





With these units the company did a 
vearly gross business of more than 
$2,000,000. 

In 1909 a plant was built in Ashland. 
Ky., which was used for cutting and 
stitching uppers. Still these units 
could not take care of the business and 
in 1921 a building was leased in Iron- 
ton, Ohio, which was devoted to the pro- 
duction of McKays. This plant turns 
out 2000 pairs daily. 


F. F. Prior Dead 


BROCKTON, Mass.—Word has 














POLLY CLIP 
For Shoe ice Tickets 


Pr 
TILTS AT ANY ANGLE been 


Small, neat, Now used by Grst r . : 
elass | shoe Gross $5. Half gross received here of the death in Walling- 
$3.75. Check with triel order. Refund if ford, Vt., recently of Fred F. Prior, 


formerly connected with the Laid, Prior 
Co. in this city, long active as a shoe 
findings concern. Mr. Prior was associ- 
ated with the late John R. Laid for 
many years. After liquidating his busi- 
ness a few. years ago, Mr. Prior went 
to Florida, where he was active in a 
real estate venture. He leaves a wife 
and two children. 


“ }. POLLINGER CO. 
416 Victoria Bldg., St. Louis, Mo. 











Novel Names for Shoes 


LyNnN, Mass.—“The Whippet,” a new 
pattern, is fast, like a racing dog, and 
has a tongue like a whippet’s ears; 
“The But,” a novel tongue pump, but- 
ton fastened; “Pep,” which explains 
itself, and “Whiz Pink,” a whiz of a 
shoe in a pinked design. These are 
among the best selling numbers of the 
Washington Shoe Co. Add side lace 
ties, which are selling smartly. “The 
Hubey,” another style, gets its name 
from the buyer who suggested the pat- 
tern. Hubert is his name, and his 
friends call him “Hubey.” 





Pattern Firm 55 Years Old 


LyNN—Burrows & Sanborn, pattern 
firm, celebrating. their fifty-fifth anni- 
versary, are offering prizes for the 
best essay on “The Growth and Future 
of Industrial Lynn.” Also, they are 
arranging a display of styles to show 
changes of 55 years. 








was 50 by 245 ft. and four stories high. | 


Reflector for New Lamp 





Cuicaco, Int. — Reflector & Illu- 
minating Co., 1401-1417 Jackson Boule- 
vard, are now presenting to the trade 
a new reflector which is_ specially 
adapted for use with 100 Watt Type 
“A” Inside Frosted Lamps. This new 
reflector is for show window lighting 
purposes and has been specially de- 
signed to give efficient and satisfactory 
results when used in’ conjunction with 
inside frosted lamps. The manufac- 
turers state that photometric tests 
show that this new reflector provides 
much better control of the light than 
with reflectors designed for use with 
clear bulb lamps. 





Blacks 70% of Total 
Says Brockton Maker 


BrockTon, Mass.—Production contin- 
ued during the past week at the same 
busy pace it has set for nearly two 
months, with factories stopping only a 
day or two to allow operatives to attend 
the Brockton Fair. Some concerns are 
operating at such capacity that not a 
single hour was allowed help to attend 
the big fall festival. 

A large number of retail merchants 
and buyers were welcomed during the 
past week by the many Brockton and 


| district companies having shoes on dis- 


play at the shoe style show, which was 
a big feature of the fair, and in some 


| cases very sizable orders were taken. 


On all sides came praise for many of 
the new designs which were created 
for early fall and winter showing. 
Many buyers and dealers also _in- 
spected local plants, with the result 
that a good many new friends were 
made which are expected to prove fu 


| ture business assets. 





Sales managers report a. continued 
heavy call for Taste, oth in men’s and 
women’s designs. In men’s orders, 
blacks constituted about 70 per cent of 
the business during the past three 
weeks, according to one of the larger 
manufacturers. Good volume also wa: 
reported in dark Russia tans for men 
and in gunmetal blacks in one and two 
strap designs for women. 

_About this time volume generally be 
gins to fall off in local factories, bu 
except in one or two instances as re 
gards so-called better shoe shops outpu' 
has continued at a fairly high level. 


Modern Doubles Output 


LyNN—Lynn Modern Shoe Co. has 
moved to the Lennox factory on Harri 
son Court, and is increasing from 34 
to 60 cases a day of smart style Mc 
Kays. Harry Rubin sells the line to 
the wholesale trade. 
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Brown Suede and Kid 
Selling Well at Retail 


St. Louis—It is reported that brown 
suede and brown kid have shown more 
activity during the week ended Oct. 8 
than at any time since their introduc- 
tion, which is encouraging to those mer- 
chants who have bought them. The de- 
mand for this material is brisk. Not 
all merchants have them in stock but 
practically everyone has them coming. 

The cool weather has stimulated the 
demand and operators believe continued 
cold weather will bring a greater in- 
crease in sales of brown suede which 
naturally will carry with it a good 
call for kid in the same color. 

This report, however, does not effect 
the heavy call for black suede. De- 
mand for this material is big and the 
briskness displayed indicates further 
advancement in its popularity. Velvets 
continue active. There is a firm be- 
lief that they are going to sell better. 
One operator in the largest department 
said: 

“Velvets are going over in a big way, 
according to my judgment. I base my 
prediction on the popular acceptance 
by women of velvet dresses. Many 
dresses are being shown in velvet and 
this should offer good support to velvet 
shoes.” 

Patent, of course, continues to be a 
big volume seller; not, however, as 
much as in previous weeks. Much of 
its prestige is being shared. with black 
suede and some satin. Black lizard also 
is selling in a sparse way. Black kid 
and calf have also taken sales from 
the patent field. 





Daniels Store Entrance 
Completely Remodeled 


CLEVELAND, OHIO (UTPS)—The en- 
trance to the Daniels shoe store, Pros- 
pect Avenue, has recently been re- 
modeled. An arched polychromed top, 
trimmed in bronze, now greets the pros- 
pective patron who enters there. The 
recent change brings out a big im- 
provement to the store front and 
creates a more favorable impression 
from the street. The newly decorated 
archway lends an attractive atmosphere 
to the window displays. 


Sam Hinckley, manager of the store, 
has recently brought out a unique win- 
dow display showing the construction 
of arched shoes. This display is shown 
in a large case between the two doors 
leading into the store. The display is 
calculated to create interest in arched 
— which are rapidly growing in de- 
mand, 





Shoes for Freak Driver 


CHIPPEWA FaLis, Wis.—The Mason 
Shoe Manufacturing Co. of this city 
received some favorable publicity re- 
cently for its products when it pro- 
vided a pair of shoes to a driver who 
drove a car through the streets here 
for twelve hours straight, blindfolded 
and chained to the car. The man was 
an expert stunt driver. On the sides 
of the car were the names of the com- 
panies and firms that outfitted him with 
his wearing apparel during the drive. 





Show Shoes on Stage 


” CLEVELAND, Onto (UTPS) — The 
Wilbert, Inc., shoe store recently ad- 
vertised many of their late fall and 
winter styles on the theater stage. This 
was done in conjunction with the Fur 
Style Show conducted by the Allen 
Theater. Shoes were displayed on 
models and the various numbers were 
depicted with screen slides and large 
announcement cards. Harry E. New- 
man, manager of the store, states that 
an increase in sales resulted from this 
form of advertising. Many patrons 
asked for the same styles which had 
been on display. 





Men’s Footwear Exhibit 
at Style Conference 


Syracuse, N. Y.—Henry W. 
Cook, President of the Na- 
tional Boot and Shoe Manu- 
facturers Association, an- 
nounces an unusually com- 
plete exhibit of men’s footwear 
styles to be shown in connec- 
tion with the Styles Confer- 
ence scheduled to be held in 
the Hotel Astor, New York 
City, November 1. 

In a statement announcing 
this exhibit, President Cook 
says: “Believing that a na- 
tion-wide opinion as to the 
dominating men’s shoe style 
tendencies for the spring sea- 
son of 1928 in the different 
price ranges would have a very 
definite and helpful influence 
at our Nov. 1 meeting of the 
men’s style conference, your 
committee is asking each of 
the men’s shoe manufacturers 
to submit three shoe styles for 
exhibition. One of these 
styles should be for street 
wear, one for sport and one 
for wear in the evening. Each 
shoe should be carefully 
tagged stating the occasion for 
which it should be worn and 
its retail price. All shoes will 
be promptly returned follow- 
ing the close of the meeting. 
Your interest and cooperation 
are essential to make this con- 
ference a success and your 
prompt action in sending your 
selection of styles to the Na- 
tional Boot and Shoe Manu- 
ufacturers Association head- 
quarters at 342 Madison Ave- 
nue, New York City, will be , 
greatly appreciated by your 
committee.” 














Milwaukee Retailers | 
Consider Men’s Campaign 


MILWAUKEE, Wis.—L. M. Darblay, 
representative of the National Shoe Re- 
tailers’ Association told the Milwaukee 
retailers about the campaign to double 
the men’s shoe business, at the first 
meeting of the Milwaukee Shoe Re- 
tailers’ Association since the State con- 
vention here. It was held at the Hotel 
Pfister on Oct. 6. Due to unfavorable 
weather the attendance was not what 
it should have been for the first fall 
meeting. 

Mr. Darblay outlined the tentative 
plans for the campaign which will be 
conducted on a nation-wide basis, and 
informed the Milwaukee association 
that the quota for Milwaukee is $12,- 
000 annually, over a period of four 
years. He said that all retailers are 
expected to contribute one-half of one 
per cent of the gross sales, toward the 
campaign funds, He told them why the 
campaign was to be started and of the 
results which the national group hopes 
to attain through publicity and adver- 
tising of men’s shoes. 

No action was taken on the matter 
by the Milwaukee association on ac- 
count of the small attendance, but a 
special meeting has been called by 
President Charles Collar, at which 
the campaign as it affects Milwaukee, 
and the amount of money to be raised 
and the method of raising it here, will 
be discussed. Joseph Schumacher, well 
known retailer on East Wisconsin Ave- 
nue has been appointed State chairman 
for Wisconsin by the National associa- 
tion on the drive to get funds for carry- 
ing out the campaign. 

Mr. Darblay remained in Milwaukee 
for several days and visited individual 
retailers and it is hoped that he will 
be at the special meeting to tell the 
association what the individual reaction 
to the campaign is among the entire 
retail trade in the city. 

W. J. Muckle, president of the Wis- 
consin Shoe Retailers association was 
at the meeting and addressed it on 
“Friendship, Service and Living Profit.” 

Three new members were voted in. 
They are Morris Ropkin, 6305 Green- 
field Avenue; Edward Dors, 1034 
Twenty-seventh Street; and J. J. Cohn, 
with Gimbel Brothers department store. 

Entertainment consisted of vocal 
selections by George M. Davies, accom- 
panied on the piano by Mrs. Lola 
Brown. A buffet luncheon was served 
following the business, and drawing 
for the attendance prize was held. 
A. B, Caspari of Caspari & Virmond 
won the prize. 


A New High in Rentals 


New Haven, ConnN.—The Diamond 
Shoe Co. has offered $37,500 for the 
store at 824 Chapel Street, this city, 
at present leased to the W. L. Douglas 
Shoe Co., at an annual rental of 
$15,000. It is reported that Patrick 
Kerwin, the late manager of the estab- 
lishment, had offered $30,000 for a re- 
newal of the lease. This store has a 
frontage of only 35 feet on Chapel 
Street. The “peak price” offer for 
property in this section was revealed 
in the probate court recently, when the 
National Tradesmen’s Bank and Trust 
Co. moved for the acceptance of the 
Diamond Shoe Co.’s offer. 
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Suede More Popular in == New Competition for Every Dollar 


Boston Shoes Factories 


BostoN—The shoe factories in and 
around this city were fairly busy dur- 
ing the past week. Among the new 
numbers which are being turned out | 
for women’s wear are suede in brown | 
and black one-straps, medium heel. 
There are a few velvets in straps and 
pumps, and many ties, the latter de- 
veloped principally in suedes, tan calf, 
and black patent leather, with reptile 
trims. 

In men’s shoes, more blacks than 
tans are shown for the Winter season, 
but for the Spring, there are many tans 
in a medium shade. Grains are being 
sold in increasing numbers; _ sport 
shoes, with sport soles, and fancy welt- 
ing, in tan and white, black and white, 
and tans with reptile trims, are already 
on order for next season. 

Children’s tan calf shoes are being 
made and sold in increasing number 
for Winter wear; there are, also, many 
sport types. Patent leather ties and 
one-straps are favorites in the demand 
for the younger child. Boys’ shoes 
coming through the works are built on 
mannish lines, and there is much in- 
terest in sports shoes for the younger 


y. 
. In leathers, brown suede has been as 
‘active in the demand as has black, and 
the darker shades of brown are the 
best sellers. Side leather continues 
high, and calf leather is often used 
by those manufacturers who had for- 
merly bought sides. Among the new 
shades in calf tannage are white jade, 
honey beige, plaza gray, rose blush, 
marron glace, and stroller tan. In an- 
other calf line, the shades are desig- 
nated as aspenwood, pearlwood, ivory- 
wood, gumwood, stonewood, hazelwood, 
hollywood, rosewood, sandalwood, 
larchwood, and brierwood. 

Black kid leather has been in good 
demand at advanced prices. In the new 
Spring shades displayed, brown has the 
preference. 





F. E. Adams in Politics | 


HAVERHILL—F rank E. Adams of the | 
F. E. Adams Shoe Co., formerly of this | 
city, now of Newburyport, this week | 
announced his candidacy as a member 
of the Haverhill school committee at 
the November elections. Mr. Adams 
still maintains local residence and has 
demonstrated keen interest in public af- 
fairs, particularly in school administra- 
tion. Mr. Adams has six children in 
the Haverhill schools. The announce- 
ment of his candidacy was received 
with general satisfaction by his local 
friends. 


Mrs. Gridley Nash Dead 


ABINGTON—Mrs. Lucy B. Nash, 82, 
widow of Gridley B. Nash, for many 
years one of the best known shoe man- 
ufacturers in the Old Colony district, 
was found dead in her home here Oct. 
12. Heart disease was given as the cause 
of death. She was born in this town, 
the daughter of the late Mr. and Mrs. 
Loring Holbrook, and after her mar- 
j Mr. ‘Nash always made her 
tthe town. She was prominent 

r, and for years played an 

t part in church and club af- 
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business press, and worthy of its great- | liability who receives a salary running 


est efforts. 
position to afford that information 
and guidance that will enable us to 
eliminate the methods that are han- 
dicapping us and evolve those method; 
best calculated to assure the continued 
industrial progress of each individual) 
concern, of each industry, and of the 
nation as a whole. 

To the industry which it serves, the 
business paper is under obligation to 
peer behind the scenes. It must find 
out what its readers are thinking and 
worrying about, what plans are being 
made for the future, what policies are 
proving effective. No less important, 


the business paper must discover what | 


policies, what undercurrents of change, 
are threatening the welfare of its in- 
dustry. 

The whole structure of business is 
built upon service at a profit and not 
upon the mere exchange of commod- 
ities. If Moses had given us eleven 
commandments instead of ten, the 
eleventh might well have been, “‘Estab- 
lish the sale price on a proper basis 
and uphold that price.” 

There is a common assumption that 
sales managers are engaged primarily 
to sell goods. Nothing could be more 
contrary to the truth. Anyone can sell 
an article if he makes his price low 
enough. Why should men be paid ten, 
twenty, or even fifty thousand dollars a 
year, to do what could be done by a 
twenty-five-dollar-a-week clerk? 

The sales manager is employed to 
sell his firm’s product on terms and 
prices that will net a legitimate profit. 
With every cent that is cut off the in- 
telligently formulated sales price, the 
sales manager’s efficiency declines. The 
process does not have to continue very 
far before he becomes a liability. A 


Brockton Shipments Are 
Continuing at High Peak 


BrRocKTON — There have been signs | 


during the week just closed of some 
slackening in the heavy production 
which has been maintained here for 


more than 10 weeks, although ship- | 


ments still continue at a high peak. 
Two of the factories released their 
workers with part time afternoon work 
on three days of the week, while an- 
other worked only half days after the 
Columbus Day holiday. In the two 
biggest factories here, however, full 
time schedules prevail. 

In plants turning out shoes mostly 
for chain store concerns, production 
still continues to hit a high level. Re- 
actions from the Brockton fair shoe 
style show continue to be favorable, and 
two concerns report making very size- 
able and advantageous deals with vis- 
iting buyers. 


New Manufacturer 


MINNEAPOLIS, MINN.. (UTPS)—The 
Bronson Steel Arch Shoe Co. has been 
formed to mayufacture shoes and -has 
an authorized ¢apital of $250,000. ‘The 
incorpegators are the following Minne- 


| 


The business press is in a | into five figures is an expensive luxury 
| for any organization. 


The Chairman of the British Fed- 
| eration of Iron, Steel and Metal Mer- 
| chants has been quoted as saying: 
| “The great need of the business 
| world today is a sound price, a price 
| which bears direct relationship to 
economic facts. It is the discovery of 
that price which constitutes our biggest 

| problem.” 
| It is true that the determination of 
the sales price is a complicated matter. 
Depreciation, overhead, insurance, the 
| cost of raw materials, labor and a 
score of other factors must be taken 
| into consideration. Nevertheless, there 
is one law that points the way. The 
sales price should always equal total 
cost, plus a legitimate profit. 

So obvious is the necessity of obedi- 
|}ence to this law that the man unac- 
| quainted with the intricacies of busi- 
| ness is prone to believe that it is uni- 
versally respected. He is unable to un- 
| derstand that any man in his right 
senses could disobey it. But what do 
we find? We find that no law, not ex- 
cepting Mr. Volstead’s famous edict, is 
more frequently broken than this one. 

The practice of selling without profit 
is as much against the interests of the 
buyer as it is against the interests of 
the seller. When an order is placed 
at a cost price, or at a price Jess than 
cost, the seller is presented with an 
almost irresistible temptation to save 
himself from loss by supplying ma- 
terial below the proper standard of 
quality, by substitution, by careless 
workmanship, or by neglecting the 
element of service. Wise is the buyer 
who realizes that he gets what he pays 
for—no more and no less. 





|apolis men: Glenn M. Brown, Charles 
| M. Brown, F. A. Barlow, R. N. Albin- 
| 208, and C. B. Haney of Bismarck, 
N. D. 


|New Equipment for 
Bringardner Shoe Co. 


LoGAN, On10o (UTPS)—The Brin- 
gardner Shoe Co. of Logan, manufac- 
turers of women’s McKays to retail at 
| $5 and $6, has been adding consider- 
| able equipment to its plant and has 
| been making records in manufactur- 
| ing. During the week ending Oct. 8 
a total of 1038 shoes per day were 
turned out in the plant while the rec- 
ord of the previous week was 920 pairs 
daily. The plant of the company is 
sufficient in size to manufacture 1500 
pairs and it is planned to install equip- 
ment to bring the output to that point. 
The company recently purchased a 
good deal of equipment from the Brad- 
ford Shoe Co. of Columbus, which dis- 
continued business and also from the 
Sullivan Shoe Co. of Cincinnati, which 
abandoned .its Cincinnati factory for 
the-former plant of the Cahill Shoe 
Co. at Williamsburg, Ohio. M. P. 
Bringardner is at the head of the 
company. 
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POSITIONS WANTED 
LINES WANTED 

ALL OTHERS 

ALL DISPLAY SPACE 





4 per word. Minimum Charge 75c. 

4c per word. Minimum Charge 75c. 

Ze per word. Minimum Charge $1.25 

Five dollars per inch. Allow 45 words to an inch 


Classified and Opportunities Department 


RATES AND OTHER INFORMATION 


Copy must be received at the Boot and Shoe Recorder, 207 
Monday of the week of publication in order that advertisements be published same week. 

Otherwise insertion will be put over to the following week’s issue. 

When advertisers desire answers to come in our care 
twelve words must be allowed for address. When ad- 
vertisers desire replies forwarded direct to their address 
each word of their address must be counted in the ad- 
vertisement and paid for accordingly. 

Payment in advance is required, except when regular 
advertisers, as amounts are too small to open accounts. 








South Street, Boston, Mass., on 

















SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 

















Girls’ shoes. 
missions and expense allowance. 


will be kept strictly confidential. 


SALESMEN WANTED 


One grip line of most popularly ostent Children’s, Misses’ and Growing 
Low in price, high in quality. Large territories, large com- 
An opportunity to make big money if 
you're not afraid of hard work. This new line is being put out by one of 
the largest and most well-known shoe manufacturers in the country whose 
line is nationally known and recognized. Give full details in your first 
letter as to present connections, territories covered, length of time served 
in present territory and approximate sales and shipments. 


Address D-107, care Boot and Shoe Recorder, 207 South St., Boston, Mass. 


All information 











Nationally Known Manufacturer 


of Men’s shoes to retail at $7.50, desires 
experienced successful salesmen with 
wholesale shoe _ record. Quick action 
necessary. Several territories available. 
Address D-112, care Boot and 
Shoe Recorder, 207 South St., 
Boston, Mass. 


SALESMEN! 


A rare opportunity to make a permanent 
connection with reputable firm, doing a nation 
wide business. Sell comfort foot appliances 
used and endorsed by laymen, athletes and 
athletic directors throughout the country. 
Liberal proposition 4 those that qualify. 
See our ad on page 
THE ANKLARCH Cco., Ine. 
Lexington, Ky. 














Merchants Shoe Co. 


offer qualified salesmen the opportunity to 
sell their smart lines of women’s novelty 
shoes which are carried in stock, in the 
following territories: Pennsylvania, Ohio. 
Michigan, New Orleans, No. New York, No. 
and So. Carolina, Minnesota and Wisconsin. 
Full details must accompany your applica- 
tion. Address 


MERCHANTS SHOE CO. 
57 Lincoln St., Boston, Mass. 











SALESMEN WANTED—Real lucers in 
the following territories: ontana_ and 
Idaho, North and South Dakota, Texas, 
Illinois, Ohio, Kentucky, New York. We are 
manufacturers of one of the oldest lines of 
work shoes, dress oxfords and real 
QUALITY line—BIG commissions paid to the 
right man—established territory—only pow! wires 
need apply. Address D-71, care Boot and Shoe 
Recorder, 189 West Madison St., Chicago, 





WQWANTED—Salesman with established trade 
to sell up-to-date line 2 < children’s and 
misses’ turn and stitchdown s commission 
basis. State references with “spolicatign The 
Kepner-Scott Shoe Co., Orwigsburg, Pa. 





TATES of Kansas and Missouri open for a 

salesman to carry our line of babies’, in- 
fants’, children’s and misses’ stitchdowns; 
misses’ and wing girls’ welts. Give refer- 
ences in reply. HELMHOLZ SHOE MFG. 
CO., Milwaukee, Wisconsin. 


PECIALTY MAN—To carry side line of 

infants’ soft soles and learn to walk shoes. 
Must have established territory. For details 
write BERGER SHOE CO., 5820 Madison 
Road, Cincinnati, Ohio. 





ALESMAN—DETROIT—Thoroughly experi- 

enced for Detroit and vicinity for snappy 
styles women’s and children’s in stock. ECLIPSE 
SilOE CO., 154 Duane St., New York City, 
New York. 





SALESMEN WANTED — Large Canadian 
manufacturers of fine Indian hand made 
slippers, desire representatives, 6 per cent 
commission, as side line to good shoe lines, for 
territories: New England, New York and 
vicinity, Buffalo, Philadelphia, Pittsburgh, Wash- 
ington and Baltimore, Delaware and New Jersey 
states, Florida, New Orleans, Indianapolis. 
Chicago, Detroit, Los Angeles. Have opened 
an office in the U. S._ All sales and delivery 
made from this office, all goods F.O.B. Boston. 
duty paid, attractive prices. Write giving full 
information in first letter to D-110, care Boot 
a Shoe Recorder, 207 South St., Boston, 
ass. 





SALESMAN WANTED—Competent salesman 
with established trade to sell on commission 
basis our popular price line of soft soles and 
juvenile shoes in Indiana, Illinois, Minne- 
sota, North Dakota. Colorado, Kansas and 
Central New York. Spring samples now ready. 
Give full particulars and references in letter 
of application. H. FREELAND, INC., 
Rochester, 





WANTED— Salesman to carry a line of 
men’s and boys’ fine welt shoes for west- 
ern Pennsylvania. Address G. P. CRAFTS 
plague gf 147 West Broadway, New York 
ity, ° 


ANTED—Salesmen with established trade 

to sell fast moving line of women’s novelty 
McKays, priced at $3.35 to $4.50 in Alabama, 
Arkansas, Louisiana, Mississippi, Towa. Ne. 
braska, Pennsylvania, Wisconsin and Minne- 
sota. Money makng proposition for the right 
man. SHU-STILES, INC., 1330 Washington 
Ave., St. Louis, Mo. 


ALESMEN WANTED—Desire immediately 

experienced shoe salesmen with established 
trade in Kansas, Nebraska and Iowa, to carry 
in connection with short non-conflicting line, 
our well known line of Hapytoz Soft Sole 
Shoes, Flexible First Step Turns and New 
Process Welts. All numbers stocked. Highest 
rate of commission paid. References required. 


W. C. GOODGER, INC., Rochester, N. Y. 








HELP WANTED 








Montgomery Ward 
& Company 


Desire the services of a SHOE STYLE 
EXPERT. He must have a successful 
past record, both results and earning 
power. He must know how to figure 
factory costs and be a_ merchandiser, 
and be able to foresee style trend. Do 
not apply unless you have had success- 
ful retail buying experience over a 
ported of years. Apply in writing onlv to 

R. MOORMAN, MONTGOMERY 
WARD & CO., CHICAGO. ILLINOIS. 
Give your past accomplishments and 
details regarding your present position 
and salary. we are interested will 
arrange interview. 








Factory Wants Man For Selling 
End 

This Middle West factory, making a men’s 
and boys’ specialty line of established 
reputation, needs an experienced man to 
handle selling end. Must invest at least 
enough in business to give line working 
interest. For particulars, address D-94, 
Root and Shoe Recorder, 189 W. 
~Madison St., Chicago, I11. 






















SHOE BUYER—For women’s, children’s and 

men’s shoes, basement and upstairs depart- 
ments selling popular priced shoes. A rapidly 
a middle west store has an excellent 

sition for an experienced man, not alone a 
uyer but a merchandiser and sales promoter 
The man we want must have been a depart 
ment manager in a large department store 
during thé past five years. State age, names 
and periods of past employments, salary to 
start and duties of a shoe department manager. 
Address D-99, care Boot and Shoe Recorder. 
207 South St., Boston, Mass. 





Information for Shoe Merchants 


The advertising pages of the Boot and Shoe 
Recorder constitute an ge ge Ry 
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HELP WANTED POSITION WANTED POSITION WANTED 











OMMERCIAL REPRESENTATIVE 
oo agen me hi . “—— 
Territories open: ansas, oma, Texas, 
part Missouri, Tennessee, Georgia, Mississippi. FOR MANY YEARS 
Applcations solicited from capable shoe men 
only expecting permanent situation with the 
most modern and successful institution making I have been in the employ of Rice & Hutchins 
highest quality popular retail price men’s dress 
welts. Supplying immediate and future ser- 7s as 
vice. Best commissions. Satisfactory arrange- Assistant to the General Manager 
ment can be made by the right man. No side- Salesman (a successful one) 
liner accepted. “eg in confidence giving Salesmanager 


details as to age, perience and references. ee 
THOMPSON SHOE COMPANY, Humboldt, Advertising Manager 


Tennessee. I am now looking for a position. 
Do these years of faithful service to this nr 
me to your attention? 


LINE WANTED Harold P. Smith 


LIVE Wire Shoe Salesman and Buyer of long 10 High Street, Boston, Mass. 
standing, desires to connect with Eastern 

Jobber. Advertiser feels confident to double POPOL ID OR 

present business first six months. Correspond- 
ence confidentially treated, highest credentials 
furnished, full details, will insure immediate BUSINESS OPPORTUNITY BUSINESS OPPORTUNITY 
Recorder, 207 South St., Boston, Mass. 


a 



































FOR RENT 
Rises ore West Sie Bre lain, Important to a Manufacturer of 


lease. B. LYONS, 27 Lenox Road, Brook- ° 
iyn, N. Y. Women’s Fine Welts Who Needs 
FOR LEASE Additional Production 

















AMILY ill ity for fi , i ¥ 
IMELY Wnsee creates qpoeruatty ter Sve If you make women’s fine welts and the high cost of 


Se See. ee ee ey Soe road selling and small orders on fancy patterns and 
fancy leathers are making it difficult to operate at a 
POSITION WANTED profit, or if you are forced to lay off help during slow 


Florida. 








SITION WANTED—Li ire; b nd i } ' ~ 
goo aw og be BY - months and disrupt your organization, we can help 
higrade oF popular price. " Highest sgh = you. Weare old established chain store retailers and 


yy BY Xt 
t ° 
207 ‘South St Boston, Mas. can use between fifty and one hundred thousand pairs 
REDIT MAN AND AUDITOR — Wants of fine welts annually. Write in confidence for inter- 


connection with eastern shoe concern, years 


experience, responsible, live wire, furnish best view and discussion. Details as to present capacity 


of references. Address D-111, care Boot and 


Sh Recorder, 239 - 39h St, N k ° : 
ee Te and grade will be appreciated. 


HO is in need of a responsible shoe sales- ~ — y 
man to represent them in New York City? PRESIDENT BOX D-109, care Boot and Shoe Re- 
Address D-106, care Boot and Shoe Recorder, 
239 W. 39th St., New York, N. Y. corder, 239 W. 39th St., New York. 























RUBBER SALES EXECUTIVE 
RUBBER SOLE AND HEEL MAN, wants op- 
portunity for sales, or sales promotion, of some 
worthy product. Has wide experience and ac- 
quaintance with leading retail, wholesale, chain 


sie ofthe tacory Meld, it sou want’ rubber WANTED TO PURCHASE MERCHANT NEEDS 
market developed write to me. Address D-113, 
care Boot and Shoe Recorder, 207 South oe 


Boston, Mass. 


HOE BUYER and MERCHANDISE MAN CASH PAID 


S available. Now holding responsible position 

having charge of several stores, would like to for entire shoe stocks or ,- or surplus stecks of 
make connections with department store or mene louie ae ise. Any quantity. 
chain store group. For further details com- P 


icat ith D-90, care Boot and Shoe 
Recorder, 239 West 39th St., New York, N. Y. KIRSCH-BLACHER CO., Ine. L * =! E I = 
































622-624 Broadway, New York, N. Y. 
Phone Spring 1443 


WANTED TO PURCHASE The DISTINCTIVE arid 
PERMANENT MARK 























HIGHEST CASH PRICES PAID Sell U Y. Le f 
on cate ue eee oe ee Ee e Your Left Over E.H.KLUGE 
Retail or woseants, Short term leases taken New York Export Purcnasinc Coar. 


inl, Eatablished 1890." 596 Broadway, N. Y. City WEAVING CO. 


436 Grand Street, New York City Or Entire Stock for Cash aoc oe Ww 347 ST. A¥.C 
ee gota Saas, nate, foreiteel Phone WISCONSIN 6130 





Dock 
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BUSINESS OPPORTUNITY MERCHANT NEEDS 





BUSINESS OPPORTUNITY 






















ARE YOU HOPING TO | THE CORRECT STANDARD 


GO INTO BUSINESS SIZE STICK 
FOR YOURSELF? “VARNUM” 


(Trade Mark Reg. U. S. Pat. Off.) 









—IF you are a man with vision, ability, experienced in handling fine The original and foundation size 
trade } stick on which all shoes were first 
IF you are being held down by the authority of others from pushing measured and lasted. 





your own ideas to success 
IF you realize that the day of the individual retailer is passing 
IF you have at least $5,000.00 
—BUT realize that this amount of capital is not entirely sufficient 
—THEN— 





MOST ACCURATE 
AND POPULAR 
SIZE STICK TODAY 


Marked with stand- 
ard American, 
French and English 
measures. Three 
styles — 1 — 2 — 3. 
Made of best qual- 
ity maple wood, 
nickel plated trim- 
mings. 














JIC 3c 
coc 


























Write us in strictest confidence 
—wWE are a manufacturing and chain store organization 
WE are established over fifty years 
WE have a plan of retailing that has all the advantages of chain 
, store organization with individual ownership 
WE will back you if you qualify 
WE carry many styles of men’s and women’s shoes in stock 
WE know this is a most unusual opportunity for the right man 
WE are considering only one additional unit at present 













we ica! | | 


= RETAIL SHOE 
Write giving as much detail as you wish— in strictest STORES USE 
confidence of course. No. 3 
PRESIDENT BOX D108, care of Boot & Shoe Recorder $1.50 Each 








239 W. 39th St., New York 











Be sure it is a “Varnum” for most 
accurate and simple measuring. 


MERCHANT NEEDS MERCHANT NEEDS F. W. Whitcher Co., Mfrs. 


Chicago, Ill. 



























Boston, Mass. 


One of the Two Best Lines Made MANCHESTER” 
WINDOW DISPLAY FIXTURES CURVED JAW NIPPER 


| i ASK for CATALOG 4 Just the Tool for That Tack 















































The only nipper 
made which is just 

MANY SALES ARE MADE ON THE SIDEWALK”, 
fi Write on Your Letterhead 


the right shape to cut 
| |The Oscar OnkenCo., cincinnati,o. 


out tacks on the inside 
i No. 611 W. 4th Street 





of shoes. 
“Manchester” 


frade Mark . oO. Bb 
Pat. ot 


aippers are made of 
high-grade tool steel, 
nickel plated, with a 
curved jaw that en- 
ables you to cut the 
tacks close to the in- 

















































































hid 3 
| z le. . 
ul PRIMROSE BUCKLE DEVICE pega te ° 7 ms ue 008 eal 
J) Holds Better—Costs Less—Safer y Genuine 
|) ; L A B E L S | “MANCHESTER” 
and . cnoved jaw when or- 
ering. 
ieee SHOE CARTONS Write us direct if 
i Cpa EXCLUSIVE BUT NOT EXPENSIVE your dealer cannot 
}} SAMPLES UPON REQUEST supply you. D 
i! Price, $4.00 o 
SAMPLES GLADLY: FURNISHED ‘Frank W. Whitcher Co. the “W 
‘* Primrose Novelty Corp. wor MEMCAS CREATEST Patentees and Manufacturers feature 
etNew kork city , Boston, Mass. = Ser""W. nk. aa ial 
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“The Place to Sell Hosiery Is the Shoe Store” 


THREE YEARS AGO “HOSIERY” 
started to preach that text to an audience 
of over 10,000 attentive shoe merchants. 
The sown seed is growing with amazing 
rapidity. over the country shoe mer- 
chants are es in hosiery depart- 
ments. Ea month the idea grows 
er. 

S0 we say to you—the place to sell 
hosiery easily, is to the shoe merchant. 
The Boot and Shoe Recorder, through this 
Hosiery section, offers a direct approach 
to the most responsive group of hosiery 
buyers in the country. 


Boot and Shoe Recorder Publishing Company 
ston, ass. 
Te le ee ee ee 
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30 Lines — Men’s House 
Slippers. Always in b 
Price Range $2.25 to $4.25. 
No. 447 — Tan Kid Opera. 
Price $2.25 
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STORE SUPPLIES STORE SUPPLIES 

















AMBERS 


Display Fixtures 
41 W. 35th St, New York 


Milbradt 
Ladders 


At the selling Made for 40 year: 
price of SHOES to- 
Gay ere you getting by the original in 
your share of the ; ventors. 
business, by simply 
D Made in all styles 


setting your shoes 
to suit any shelving 
condition. 





Get our price before 
placing your order 


Milbradt 
Manufacturing Co. 
2416 No. 10th Street 
ST. LOUIS, MO. 


933 ARCH ST. 
PHILADELPHIA, PA. 
ARE BUSINESS GETTERS 
SEND FOR CATALOG 























HOTELS 








Dillingham Celebrates 
32nd Anniversary 


AusTIN, Texas (UTPS)—The Dil- 
lingham Shoe Company of Austin is 
celebrating its thirty-second anni- 
versary of business in Austin. A full 
page advertisement announced to the 
public that this firm would celebrate 
this event with a store wide sale on 
four thousand pairs of women’s shoes. 

The Dillingham Shoe Company is 
owned by B. L. Dillingham and his 
son, Lynn. B. L. has the distinction 
of being the oldest shoe merchant in 
his city, having spent a half century 
in the retail shoe business, and thirty- 
two years of this time in the business 
for himself. He is the first rétailer to 
sell a pair of Laird-Schober & Mitchell 
shoes in Austin. 


Dillingham’s success in the retail 


§o near the Ocean its called. 
The Breakers 
§0 modern in equipment and 


well condu itis known as 
one of the Worlds finest Hotels 
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Do You Know? 


That you can buy or sell it through 
the “Where to Buy” columns. This 
feature in its quick service is a time 
saver in meeting immediate needs. 








A Correction 


In the W. B. Coon Company’s ad 
in the October 15 issue of the Boot 
& Shoe Recorder, the one strap san- 
dal, 209 last, illustrated, should have 
been priced at $5.25 instead of $5.00. 
The shoe is made of either black 
glazed kid or patent leather, both. at 
the same price. 


business is only one of the services that 
he has performed for his home city. 
He is active in all civic affairs, and 
today at the age of seventy, he is called 
Austin’s “Youngest Scout Master,” not 
youngest in years, but youngest in 
spirit and in being able to swim, and 
perform many physical feats that the 
a scouts or scout masters can 
not do. 





The Boot and Shoe Recorder 


Serves in 


Getting More Shoes Sold Right; not only “more” but “right”; sold 

for the right purpose, to the right wearer, in the right fitting, for the 

right price, at the right profit. This is the great problem of the retail 

shoe merchants. The chief purpose of THE Boot anp SHOE RECORDER 

is to help solve it; for this is the basic problem upon which depends 

the progress of the entire allied industries relating to shoes and leather, 
their production and distribution. 


In this Issue — 


NEw COMPETITION FOR EvERY DOLLAR By Charles F. Abbott 
Industry vs. Industry—Nation vs. 
Nation. 

THE ROAD TO BIGGER PROFITS 

MINIMIZING THE STYLE HAZARD.... The Kansas Idea 
Collecting and Distributing Real 
Information. 

SPANISH STYLE—BUT A REAL SHOE 


Price Increase Necessary 


Modernmode Shop 


PEepPpING Up Your ADVERTISING.... New Ideas ... 
THE VOICE OF THE RECORDER Opinions of the Editor 


You CAN HAvE Your Own StTorE.. By R. L. Prather 
Modern Day Opportunities. 


THAT ELUSIVE 5 PER CENT Pricing and Selling 


UsING HALLOWE’EN TO SELL SHOES. By Ernest A. Dench 
Window Display Ideas. 


FASHION IS WOMEN’S CHIEF INTER- 
Shoes at Exposition 


THE RETAIL SHOE SALESMAN By Helen M. Haney 
News and Ideas from the Retail 
Salesman’s Field. 

WHo’s WHO ON THE ROAD 
News of the Travelers. 

SHOE MERCHANTS NEWS . 

SHOE MARKET NEWS 


OTHER REGULAR FEATURES. 


By Helen M. Haney 


About Retailers ...... 
Among Manufacturers 





GETTING MORE 
SHOES SOLD RIGHT 


THE BooT AND SHOE RECORDER PUBLISHING Co. 
207 SoutH STREET, BOSTON, MAss. 
EVERIT B. TERHUNE, President 


WILLIAM M. LEBRECHT GEORGE W. R. HILL 
Treasurer Vice-President 


H. WALTER SCOTT B. C. BOWEN 
Vice-President Vice-President 





ARTHUR D. ANDERSON 
i Secretary 


Directors of the corporation, in addition to 

the above-named officers, are as follows: 

CHARLES H. FURBER 
R. D. NorTHROP 


A. C. PEARSON HuGH M. Bowgn 
P. M. FAHRENDORF 


OwEN A. THOMAS 








SUBSCRIPTION RATES 
The subscription price of the Boor anp SHow Recorper is $3.00 for one year, which includes 
postage in the United States, its possessions, Canada, Mexico, Spain and its colonies and South 
America (excepting Venezuela and the Guianas, which is $6.00). 
FOREIGN SUBSCRIPTION—The price to all foreign countries except the above is $6.00 per 
year including postage. 
All subscriptions are payable in advance. Single copies 25 cents. 





A request for change of address must reach us at least thirty days before the date of iseue 
with which tt is to take effect. Duplicate copies cannot be sent to replace those undelivered 
through failure to send such advance notice. With your new address be sure also to send us 
the old one, inclosing tf possible your address label from a recent copy. 





Entered as second-class matter Sept. 19, 1925, at the Post Office at New York, N. Y., under the act of 
Mareh 3, 1879. 


Member of the Audit Bureau of Circulations 
Member, Associated Business Papers, Inc. 
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A buying guide to 


BOOTS AND SHOES 


Blog Shoe Co., New York City 

Brauer Bros. Shoe Co., St. Louis, Mo. 
Brockton Co-operative Boot and Shoe Co. 
Brooks Shoe Mfg. Co., Philadelphia, Pa... 
Brown Shoe Co., St. Louis, Mo 


Cantilever Corp., Brooklyn, N. Y 
Clapp, Edwin, & Sons, Inc., E. Weymouth, 


Cohen, Samuel, Shoe Co., Boston 
Colt-Cromwell Co., New York City 


Commonwealth Shoe & Leather Co., Whit- 
man, Mass. 


Coon, W. B., Co., Rochester, N. Y 


Dingley Foss Shoe Co., Auburn, Me 
Duane Shoe Co., New York City 


Edwards, J., & Co., Philadelphia 4th Cover 
Elam, F. 8., Shoe Co., Rochester, N. Y... 
Emerson Shoe Mfg. Co., Rockland, Mass.. 
Endicott-Johnson Corp., Endicott, N. Y... 
Evans, L. B., Sons Co., Wakefield, Mass... 


Florsheim Shoe Co., Chicago, Ill 


Golo Slipper Co., New York City 
Greeley, A. W., & Co., Haverhill, Mass... 


Hood Rubber Products Co., Watertown. 


Ideal Baby Shoe Co., Dax vers, 


Jefferson Rafter Co., Norway, Me 


Julian & Kokenge Co., Cincinnati, Ohio. .20- 


King, Mrs. A. R., Philadelphia, Pa 
Kozy Komfort Shoe Mfg. Co., Milwaukee, 


Lape & Adler Co., Columbus, Ohio 
Lewis Shoe Co., North Abington, Mass... 
Lilly, Henry, New York City 

Lyons & Company, New York City 


Mayer, F., Shoe Co., Milwaukee, Wis 
Menihan Co., Rochester, 

Minor, P. W., & Son, Inc., Batavia, N. Y. 
Metropolitan Slipper Co., New York City. . 
Morris Bros. Shoe Co., Quincy, Tl 


Nettleton, A. E., Co., Syracuse, N. Y 
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Our Advertisers in this Issue 


Packard, M. A., Co., Brockton, Mass 


Paristyle Footwear Mfg. Co., Inc., Brook- 
lyn, N. Y. 


Peters Branch, I. 8., Co., St. Louis, Mo... 50 


Pickenbrock, E. B., & Sons, Dubuque, 
3rd Cover 


Reynolds, Bion F., Brockton, Mass 

Richards & Brennan Co., Randolph, Mass. 76 
Robertson Shoe Co., Minneapolis, Minn... 72 
a=. & Rosenberg Shoe Co., Pam, - 


Schwartz & Herder, Inc., Philadelphia, Pa. 78 
Sherwood Shoe Co., Rochester, 

Smith, Wm. Sumner, Chicago, II 
Stacy-Adams Co., Brockton, Mass.......32, 76 
Stetson Shoe Co., Inc., South hemeenenee 


St. Louis Shoe Mfrs. & Wholesalers Assn. 53 
Swan Shoe Co., Baltimore, Md 


Thomson Crooker Shoe Co., Boston, Mass. 13 


United States Rubber Co., New York City 62 


United States Shoe Co., Cincinnati, Ohio, 
Front Cover 


Vogue Slipper Co., Haverhill, Mass 


LEATHER AND OTHER MATERIALS 


Amalgamated Leather Co., Phila., Pa...14-15 


Armstrong Cork Co., Lancaster, 


Mass., 
2nd Cover 


Beebe, Lucius, & Sons, Boston, 


Beges & Cobb Co., Boston 
Creese & Cook Co., Boston 
Evans, John R., Co., Camden, N. J..... 


Hale, Alfred, Rubber Co., Atlantic, Mass. 
Hubschman, E., & Sons, Philadelphia, Pa. 
Leather Co., Boston, 


Lawrence, A. C., 


Levor, G., & Co., Gloversville, N. Y 
Lima Cord Sole & Heel Co., Lima, Ohio.. 


Supine, Fred, Leather Co., Fond du Lac, 


Schwarzenbach-Huber Co., New York City 
Sterling Fibre Board Co., New York City 


United States Leather Co., New York City 


West ae Pulp and Paper Co., New 
City 





FINDINGS AND SHOE STORE SUPPLIES 


Anklarch Co., The, Lexington. Ky. 
Chambers, New York City 


Goodwin, C. L., & Co., Inc., Wessssten, 
55 


Manheimer, Abe, & Co., St. Louis, 


Milbradt Mfg. Co., St. Louis, Mo. 


a E., Bros. Co., The, Ashland, 


Onken, Oscar, Co., Cincinnati, Ohio 


Primrose Novelty Corp., New York City.. 
Pollinger, M. D., Co., St. Louis, Mo 


Scholl Mfg. Co., Chicago, 
Segall & Co., Philadelphia, Pa. 


Vanity Novelty Works, Brooklyn, N. Y. .. 


Whitcher, Frank W., Co., Boston, Mass. .. 


MACHINERY, LASTS, MFRS.’ SUPPLIES, 
DRESSINGS, ETC. 


Beckwith Co., The, Boston 
Boston, Mass. 


Conoway-Winters-Ochs, Inc., 


United Fast Color Eyelet Co., Boston... 30 


United Shoe Machinery Corp., Boston..10, 90 


Whittemore Bros., Cambridge, Mass 


MISCELLANEOUS 


Boston, 


~ and Shoe Workers Union, 

Central Mfrs. Mutual Insurance Co., Van 
Wert, Ohio 54 

Glauberg, Max, New York City 

Illinois College of Chiropody, Chicago, Ill. 


Kirsch-Blacher Co., Inc., New York City.. 
Kluge, E. H., Weaving Co., New York City 


Meyer, Frank C., Co., Inc., Brooklyn, N. Y. 


New York Export Purchasing Corp., New 
York City 
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Next Week 


you will find 
in the 


Boot and Shoe 
Recorder 


ARGAIN basements are being 

upgraded. When one store uses 
the term “Spanish Galleries of Econ- 
omy” to designate its bargain base- 
ment, and another bargain basement 
holds a_ style show, take it for 
granted that the place where the 
most for your money is to be had is 
being changed, by improvement. 


HAT the public wants to know 

more about apparel is evident 
when a department store can give a 
series of lectures and get an attend- 
ance of over 1000 people daily for a 
week. Would it be possible for a 
shoe store to give a lecture on shoes 
and colors and correction once a sea- 
son, so that all interested in foot- 
wear can come there for instruction? 


NY idea that will sell two pairs 
of shoes where only one was 
sold before, is worth considering. 
Our Field Editor tells in next week’s 
issue how to get more pairs sold 
right, and how it is done. When 
women spend as much money, or 
more, for hosiery as they do for 
shoes, there is an opportunity for 
making the store a complete foot- 
wear shop. In one community which 
he recently surveyed he found the 
sale of shoes to women to be $2,600,- 
000 and a $3,000,000 hosiery busi- 
ness in that same community, of 
which the shoe stores were getting 
less then 8 per cent. What’s the 
answer? 
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When Men Carried Muffs 


URING the Reign of Queen Anne the dandies 

wore shoes equipped with high red heels and 

immense buckles. They also carried muffs and walk- 

ing sticks and even went so far as to wear patches 

of court plaster on their cheeks. An indication that 
men as well as women are susceptible 


- to the i of fashion. 


United Shod Rbwchitsics Corporation 


MASSACHUSETTS 











THE crude uncom- 
fortable shoe of the 
' 18th century is now a 
él laughable memory. 
t&aThe modern shoe 
j looks better, wears 
better and is better 
when equipped with 
Celastic— The Quality 
Box Toe 
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